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Upgrade to 

Chest-Thumping, 
Soul-Satisfying Sound. 


() 



“May Just Outclass 
Your Home Hi-Fi.” 

— PC Gamer 


Turn Your PC into a High-Performance 
Sound System! 

Why settle for the tinny sound of the speakers that came 
with your PC?' Now you can enjoy home stereo audio quality 
directly from your PC. Creative and Cambridge SoundWorks® — 
designers of highly acclaimed home theater speakers — bring 
you the ultimate in high-performance PC speakers. These 
amplified subwoofer speaker systems produce highly realistic 
and wide-rangng sound — including thunderous bass — at prices 
chat can’t be beat. Want the Coolest PC? Visit us at 
www.coolestpc.com or call 1.800.998.5227. 





The Hottest Upgrades Create the Coolest PC 
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14A+ MONITOR 


-'15A+ MONITOR 





EMPAC 
Has Your 
Viewing 
Soiution. 


17A+ MONITOR 


Monitor Series 

• Available in 1 4”, 1 5” and 1 7" 

• .28mm dot pitch 

• Plug & play compatibility 

• Three-year limited warranty 

• Emissions (FCC-B, MPR-II) 

• Energy consumption (EPA, Energy Star, 
VESA, and DPMS) 

• Safety (CUL) 

• Digital microprocessor 

Muitimedia Monitor Series 

• Available in 15” and 17" 

• 1280 X 1024 (Nl) 

• Digital microprocessor 

• On-screen display 

• Manual degaussing 

• Speakers (2Watt x 2) 
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Visit EMPAC on the web @ 
www.empac.ca for; 

• Product information 

• Price Guide 

• FTP file download service 

• Link to manufacturers 


1-800-TO-EMPAC 

® C€ ^ Hi; » -1 «. 


At EMPAC we offer you: 

• Dedicated knowledgeable sales team 

• Wide product offering 

• Weekly specials 

• Prompt customer service 

• Outstanding technical support 

• Sales personnel available 9 a.m. to 6 
p.m. EST Monday through Friday 

• Full service facilities in Vancouver, 
Montreal and Toronto 

• Toll-free-hot-line 

• Award winning systems 

• The latest technologies 

• Cost competitive solutions 


Solutions In Computer Distribution 


Call your EMPAC sales representative for more information. 


Toronto Office 
168 Konrad Cres. 
Markham, ON 
L3R 9T9 

Ph; 905-940-3600 
Fx; 905-940-3604 


Montreal Office 
3385 Rue Griffith 
St. Laurent, PQ 
H4T 1W5 
Ph; 514-345-9000 
Fx; 514-345-8551 


Vancouver Office 
186-4611 Viking Way 
Richmond, B.C. 

V6V 2K9 

Ph: 604-821-0177 

Fx: 604-821-0277 
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The best way to 
back up a promise. 





The HP Colorado™ T3000 tape drive does 
more thaji just backup data, it backs up 
your word. You can assure customers the 
3.2 GB T3000 is the low cost per MB, 

77ii- ///■ rijmwlo T-Xtllll is 

aMnixiiiiiic wiih Tmmu TH-.J. easy-to-use, Complete system backup. HP 
ilir..uuo uu'-wiiiKjnnuiis. q^jiUty nteans their data is secure. And 
they can share your confidence. HP’s reliability extends far beyond 
drive mechanisms; it means total support for resellers, with products, 
service and information there when you need it. 

To help you sell and support storage products, HP has created a 
special website exclusively for resellers: www.hpstorage.com. with 
all the support and information you’ll need. When your customers 
need affordable desktop storage, be sure to give them a name tliey 
I already trust: HR That way, they’ll know their system iE 




HEWLETT 

PACKARD 


safely hacked up and you'll know your promise is, too. 


MULTI MICRO 


EDITOR'S DESK 


E [ huJ a moment of pure 
bliss recently, when I 
stood in front of a com- 
puter monitor and con- 
trolled objects on the 
screen, merely by mov- 
ing my hands and arms 
about. 1 was able to reach out. grab repre- 
sentations of molecules and move them 
acros.s the computer .screen. Talk about an 
interactive user experience! 

The venue was a Comdex/Fall press 
briefing, and IBM Corp. was showing ofT 
research that saw voice input combined 
with movement. Staff researcher Mark 
Lucente stotid ttbout 10 feel in front of a 
large computer screen with a small camera 
mounted over it. He called up applications, 
using voice commands. He was also able to 
point 10 specific objects, and say: "Make 
that bigger,” or "Make that blue.” (They 
didn't lei me play with the microphone!) 
Another example showed a picture of the 
Mars landscape. As Luccnie walked closer 
to the screen, he moved deeper into the ter- 
rain. Turning right turned the view right- 
wards. and stepping back look him farther 
away. IBM says big business like oil and 
phormnceulical industries, .see applications 
for the visualization technology as it 
matures. 

This is cool stuff. Now I’m all emo- 
tionally geared up to sit in front of my PC 
and move the cursor about with a gesture, 
or relocate text or graphics with the wave 
of a fingertip. Alas, this technology won't 
be ubiquitous for a few years yet. 

IBM is ju.st one of a number of com- 
panies doing significant studies into future 
technologies. At the company'.? Almaden 
Research Center in San Jose. Calif., 
researchers are working away at squeezing 
mure data into less storage space. Indeed, 
the amount of data that can fit into one 
square inch has been growing at a com- 
pound rale of 60 per cent per year. To that 
end, scientists are experimenting with 
holographic storage, and even studying the 
po.ssibility of storing data directly with 
atoms. For an iii-dcpth examination of stor- 
age technologies and markets, see 
Associate Editor Jeff Evan’.s feature. "Dina 
Slomge Technology Races to Keep Pace 
With Exploding Demands." page 20. 

A few years ago. "geek” was some- 
thing of an insult- Today, self-proclaimed 
geeks are doing amazing things with tech- 
nology, and loving it. A little while hack, 
one such young mun tried to get to me. by 


Sheer techno-love! 


suggesting; “You don’t really love technol- 
ogy." “No, no. I DO!" I protested strongly, 
naming off some of my favorite lech-lop- 
ics. But the fact is. while I find some tech- 
nologies to be neai-o cool, others make my 
eyes glaze over. 

And isn't it the .same with your cus- 
tomers? There are among your clients, 
those who will get a warm glow at the mere 
mention of 128MB in their PC. Others are 
just looking for the most basic word pro- 
cessing/spreadsheet functionality that the 
PC enables. (See, "The Super-Suites." page 
32, for a look at today’s power-paeked 
office productivity tools.) 

But good business is all about giving 
your customers what they want. For sug- 
gestions on keeping the spark warm with 
your clients, see this issue's Marketing 
column — "Bnilding Customer Relation- 
ships." page 50.) 

Here at Canadian Computer 
Wholesaler, we try to bring you insightful, 
detailed coverage of current and coming 
technologies that will help you in your 
business buying and selling decisions. This 
Lssue our Lab Test Editors Steve Halinda 
and Tim Bingham-Wailis take a very close 
look at 25 different motherboards. Check 
out page 36. for reviews of these very key 
components to your systems. 

Write Us 

We love to hear your feedback on our cov- 
erage and suggestions for future topics. For 
example, the article on software piracy this 
issue (page 14). was a direct result of a 
reader E-mailing us his story. 

What are your triumphs, concerns or 
pel peeves? Drop me a line at gracec® 
neicom.ca, or visit our Web site at 
hiip://w ww.ccwmag.com. 

Have a very happy, and profitable 
New Year. Wl 


CCW BULLETIN BOARD 

Looking for a product, service or partner? 
Write to CCW Bulletin Board, at ccw^cp.ca, 
or fax: (4031262-7892, 

Letters To The Editor 
We welcome your letters on industry issues 
and concerns, as well as your comments on 
ojr magazine. 

We reserve the right to edit your contributions 
for length and clarity. 

Please write to The Editor, via E-mail at 
ccw®tco.ca, or fex: (604| 608-2686. 
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Become a 


Close more^ sales 
Increase profits 


NEWCOURT 


creditunk: 


Authorized Dealer 


Newcourt CRED7TLINK, an automated, on-the-spot finance program, 
provides you with an easy-to-use totai finance solution. 

Within 8 minutes, you can negotiate a financial term, receive a credit decision and 
have the lease documents printed, all at your store location. 

With Newcourt Ci^ED/TLINK you control the sale! 

AND... you have access to a team of sales & marketing professionals 
across Canada who are dedicated to being your financial partner, through training, 
merchandising and advertising support. 

Contact any of the following Newcourt CREDfTXINK partners. 



KeyTech 


BCRmSCOPC 

1 -800-268-5535 


SHARP 

1 -800-56SHARP 

Sutxrcgm 


1 -800-567-3274 


(204) 452-7347 

snmm 


PCB-sfssfflj' 


1-888-221-3030 

BIZ-PRO LTD. 

(519) 432-7564 

Samtack 


-888-1 GO 4 IPC 


STD 


KEN-ROD 

1-800-530-0794 


1 -800-949-4567 


1-800-INFO STD 

(905) 948-0000 


1 -888-8pinepc 


Packard Bell 

NEC 


NEWCOURT 



CREDITUNK 


I Newcourt 


http://credlink.newcourt.ca 


NDUSTRY FLASH 


JNDUSTRY FLASH! 


Microsoft suffers legal defeat 
over browser 

(NB) — Although Microsoft 
Corp. is putting a positive 
spin on U.S. District Judge 
Thomas Penfield Jackson s , 
temporary injunction that 
prevents Microsoft from / 
requiring computer mak 
ers who license its 
Windows 95 computer 
operating software to 
accept its Internet Explorer browser, the deci- 
sion is a clear defeat for the software giant, 
according to antitrust lawyers. 

In his ruling, Judge Jackson agreed with 
the U.S. Justice Department and said Microsoft 
"shall cca.se and desist.. .from the practice of 
licensing the use of any Microsoft personal 
computer operating system software... on the 



condition, expre.ss or implied, that the licensee 
also license and pre-install any Microsoft 
Internet browser software.. .pending further 
order of (thcl court.” 

The temporary injunction does allow 
Micro.sofi to continue to offer to original 
equipment manufacturers (OEM.s) the full 
Windows 95 product, which includes 
Microsoft Internet Explorer, as long as each 
OEM has the option of installing the portion 
of Windows 95 that does not include 
Internet Explorer 3.0 or 
4.0 flics. 

While issuing the 
cease and desist order. 
Judge Jackson also sided 
with Microsoft on other 
issues, including denying the 
Justice Department's request 
to fine the company US$1 
million a day for violating a 
1995 antitrust agreement. 

Thi.s is just a temporary injunction 
against Microsoft, but temporary can be a 
long time, especially considering Microsoft's 
Windows 98 had been expected to bundle the 
Internet Explorer even more closely with the 
operating system. 


Voice recognition is HOT 

The speech market is heating up. At 
Comdex/Fall in Las Vegas, three major devel- 
opers of speech recognition software demon- 
strated new continuous-.speech products. 

IBM Corp. is shipping the ViaVoice 
Gold continuous speech software (US$149) 
which handles both voice-dictation and com- 
puter-control via voice commands. A voice- 
enabled version of Microsoft's Internet 
Explorer is included, to allow for voice-con- 
trolled Web browsing. 

Currently shipping is Dragon Nat- 
urallySpeaking. from Newton. Mass.-based 
Dragon Systems Inc. Supporting continuous 
speech, the company claims users can input 
up to 160 words per minute through voice, 
with 95 per cent accuracy. A version for home 
users and small business is priced at USS229. 
A heftier "Deluxe” edition for corporate users 
is priced at US$695. 

Belgium-based Lernoul & Hauspie 
Speech Products (L&H) plans to ship Voice 
Xpress early this year. The product .supports 
both continuous speech dictation and the abil- 
ity to control the computer with voice com- 
mands. Microsoft Corp., recently invested 
US$45 million in this company. 



EPOX P55-VP3 
Bringing AGP 
to Socket 7 


if fUe 
10 Tir^ei PeK^ok'r'av>ce 
(5a;r. over PC! ? 
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AT form factor motherboard 
also available 


N NOVELL ® 


I Wl-y A6P I 

I on Jocket T ’ I 



loroiiio Hoauiiuaners /Tel: tSOS) 47i)-/3(ii / Fei: I90S) ‘ 
Ottawa /T^: iei3) 7K-t22r I Fa>: IS13) 74e-8679 
Mootreal /Tel: 1514) 333-6538 / Fac (514) 333-6545 
Vancoover / Tet- (604) 303-0206 / Fac (604) 303-0207 


0-7304 


EPoX is a member of UQf and Beta &te for VIA Tecbnologies. Inc. 

Please visit tittp://www.elco$y$.co[n for more details. 
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NDUSTRY FLASH 


Qualcomm outraged at espionage charges against employee working in Russia 


(NB) — Qualcomm Inc. ofllcials said they are 
“shocked and outraged" at Russian officials 
who filed espionage charges against its field 
technician Richard Bliss. The Rostov regional 
procurator filed charges against Bliss after the 
FSB — the oiganizaiion that succeeded the 
Soviet KGB — recommended the action. 

Bliss was taken into custody after he sur- 
veyed land in southern Russia. The Assocuaed 
Press quoted a spokesperson for the Federal 
Security Service (FSB) as saying Bliss con- 
fessed to the actions, which make up the 


charge, but has maintained that he was not 
.spying. 

Qualcomm is under contract with a 
Russian firm to install a cellular phone system 
in the Rostov region, officials said. The AP 
said Bliss wa.s accused of violating a statute 
that outlaws "gathering information connect- 
ed to state secrets with the goal of providing it 
to a foreign slate, foreign organizations or 
their representatives.” 

U.S. embassy officials have claimed that 
Bliss is not connected to the U.S. government 


and is not a spy. Bliss could face 10 to 20 
years in prison if he is convicted. 

"Many companies doing or planning to do 
business in the Commonwealth of Independent 
States (CIS) have been in close contact with us 
and they have shared their grave concern with 
this situation." Qualcomm said. "Clearly, the 
international business community, whose prod- 
ucts and technologies benefit the Russian peo- 
ple, are watching this situation unfold and 
thinking twice about sending their people into 
such an uncertain environment." 


Hyundai shelves semiconductor plant in Scotland 

(NB) — Although Korea is on the other side of the world as far as most people in Europe and 
the U.S. arc concerned, the shockwaves from the financial earthquakes that are affecting Asia 
continue to radiate outwards. Hot on the heels of Samsung nixing its U.K. and Irish expansion 
plans, comes news that Hyundai ha.s shelved its plans for a US$3.4 billion semiconductor plant 
in Scotland. 

The announcement coincides with the financial jitters roaring around Asia, as the South Korean 
stock market plummeted on rumors that the International MonelaryFund (IMF) US$54 billion 
bailout — the largest in the history of the IMF — may not be enough to stave off financial disaster. 

The Hyundai semiconductor plant in Fife. Scotland, was due to employ several thousand 
people, but plan.s have been put on hold for at least two years. Donald Dewar, the U.K.'s 
Scottish secretary, said on TV. as news of the problem broke, that there are worries that the fac- 
tory may not now open at all. 


StorageTek and HP 
announce agreement 

StorageTek Corp. has announced a world- 
wide strategic relationship with Hewlett- 
Packard under which HP will manufacture 
part of StorageTek's TiniberWolf family of 
DLT tape libraries. 

StorageTek Canada says this agreement, 
valued at US$105 million in e.stimalcd rev- 
enue, allows the company to better serve 
Canadian UNIX and midrange markets by 
targeting customers through HP Canada's 
channel.s. tlW 



Tomken Microcomputer Systems Inc. 

Computer Products Distributor Tel: (905) 625-9889 

Unit #9-11. 991 Matheson Blvd. E. (905) 625-3302 

Mississauga, Ontario I4W 2V3 Fax: (905) 625-7280 


Cases & Power Supplies 
Cables & Accessories 
Keyboards & Mouses 
Mainboard & Controller 
Speakers & Sound Cards 
CPU & Memories 


Monitors & Printers 
FDD, HDD, CO-ROM 
& Tapes 

CPU Coolers & Joysticks 
Faxmodem & Network 
Cards 


KR 


F-21DR 


For more Information just pick up 
the phone and call Tomken 
Microcomputer Systems. 
(Resellers & Dealers only). 


NEC 

H GoldStar 


MITSUMI 

IFiflobotlcs 


We customize a professional computer 

easy-assembly 

’ , ' resellers and dealers 

cases for your otters your best choice 
OEM needs without hsssles I 
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Chipsel: 1 44()LX 
CPU: Pentium II 
Speed: 233 • 300 MIk 
S/DIMM:0xS/3xD 
SRAM: CPL'256/512K 
Siol:4xlSA, 3xPCI,AGPxl 
Form Factor ATX (lor 2-ROW) 
Size: 24.5 cm x 30.5 cm 


DAIWA 


Features: 

• PCI • ISA Bits Type 

• I -Shared K.xpiinsi(i:i Slut 

• Fasi Page Svslent Memory 

• EDO System Memory 

• .1.3 /5.0 V Support 

• .Award Bins Options 

• 2 PCI IDE Port-s 

Supports -t Devices/CD ROMs 




a£' 


2 year no-nonsense warranty 


• .Switching Potter Supply 

• PIOMode.1!l;4; I'MBs 

• Bus Master Mode I & 2 {DMA); 22 MBs 

• 2 s 16550 Seriai I/O Inierface Pons 

• I Parallel I/O Interface Port (IjCP/EPP) 

• I IRdnlraRcd) I/O Inleiface lli-ader 

• PSH Supported; Re> 1.2 Kleetrteally 
Cumplianl. Header On-Board 

C € 

+ lirsi 6 mnnihs replacement program 


Toll Free: 1-8Be-383-2492 Web Site; http//www.daiwa.net 


DAIWA DISTRIBUTION INC. 


TORONTO 
361 ALOEN ROAD 
MARKHAM 
ONTARIO L3R 3L4 
Tel: (905) 940-2889 
Fax: (905) 474-0954 


VANCOUVER 

13520 CRESTWOOD PLACE 
UNIT11-13 

RICHMOND, B.C.V6V 2G3 
Tel; (504)244-9912 
Fax: (604) 244-9986 


U.S.A. 

2151 OTOOLE AVENUE 
SUITED 

SAN JOSE, CA95131 
Tel: (408)321-6998 
Fax:(40e) 321-6993 


CANADA WATCH 




Contact; The Editor 






Canadian Computer WTiofess/sr welcomes your opinions 
I market, plus your feedback on 

r publication. 


suggestions. 


The Editor; Canadian Computer Wholesaler 

200 • 99 Atlantic Ave., Toronto, Ontario M 6 K 3J8 

Fax, (416)588-9574 

E-mail: ccwQicp.ca 

Editor; Grace Casselman 

Cell: (403)262-7890 

Fax; (403)262-7892 E-mail: 9 racec@n 0 tEom.ca 
Associate Editor: Jeff Evans 
Call; (4161535-8404 

Fax: (4161588-8574 E-mail: jBff®lcpon, CO 


Tenex Data signs deal 
with StorageTek Canada 

Tenex Data has signed a deal to become the 
Canadian distributor for StorageTek Canada 
products. 

Under this agreement, Tenex Data will 
be offering the StorageTek STK 97xx DLT 
libraries and 9l3x family of disk drives to 
re.sellers across Canada. 

Tenex Data is at: (416) 291-5894. 


AST Canada cuts prices 

(Mississauga, Om. -based AST Canada Inc. has 
lowered price.s on certain Bravo Desktops and 
Ascentia notebooks. 

h'or example, the Bravo MS 6266 with an 
Intel Pentium II 266MHz proces.sor with 
MMX technology. 32MB of RAM. a 4.3GB 
hard drive, a 24X CD-ROM drive, and a 
10/10(1 Ethernet card, will have a new sug- 
gested selling price of $2,899 — down 
approximately 17 per cent. The Bravo LC 
5200 with an Intel Pentium 2(M)MHz proces- 
,sor with MMX technology, 32MB of RAM, 
and a 2GB hard drive will have a new sug- 
gested selling price of $ 1 .649 — down about 
1 3 per cent. AST cut the price on the Ascentia 
M5160 notebook, with an Intel Pentium 
I66MH7. MMX processor, a 13.3-inch XGA 
TFT display. 32MB of RAM. a 1.6GB hard 
drive, a 20X CD-ROM and AST’s optional 
ExpressOne overnight notebook exchange pro- 
gram. It will have a suggested selling price of 
$5,699 — a reduction of approximately $300. 
See hitp://www.astcanada.com. 


Automation Systems is selling a quotation management sys- 
tem aimed at computer resellers, called iQuoie 5.0. 

The quotation management system is designed to 
quickly generate accurate quotations as part of the busi- 
ness process, with tight integration with contact manage- 
ment and accounting functions. 

The product creates, manages and closes sales quo- 
tations. It automates a company's price book and customer lists to 
provide instant access to information and increase efficiency, says Results. 

Including software, configuration, sci-up and training, the product siuris at about 
US$20.(XH). That can also include the customer management piece — currently the Maximizer 
product. And some of the training can be done remotely, over the Internet, explained 
Christopher Whittier, manager of business development for Results International. CW 
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^ 48 hours PC syslems order lumoround liirie ^ 48 hours replaterreiil polky on most producis # Some day pick-up & delivery service 4# Dedicated account executive ior each customer 


Samtack 


We welcome reseller inquiries 

Markham Tel: 1905) 940-t880 Fox: !9<I51 940-0a3t 
Montreal Tel: 15)4)682-0886 Fax: (S)4| 6B2-103S 


, 1-888-8-PINEPC 



THE INDUSTRY 


The Price For Principles 

Sure, respecting software licences and copyright is the right thing to do. 

But what happens when your customers demand illegal software copying, or no deal? It happens. 
Just ask Kitchener, Ont.'s Stefan Myles about the moral high ground verses profitabiiity. 

by Paul Weinberg 


Whai do you do when your client insists upon 
the acceptance of something illegal as part of 
a contract? 

In Stefan Myles' case it meant pulling 
out of the business as fast as possible. 

A self-described "computer guy," the 
Kitchener. Ont.-based VAR normally pur- 
chases products on behalf of a customer and 
then configures them together as part of a net- 
work. For the nio.si pan he does office 
automation and his target group tends to be 
not-for-profit organizations and small busi- 
nesses. “1 serve the lower budget end of the 
market that can't afford the $100 to $200-an- 
hour that some companies charge.” 

In a bit of a departure. Myles says he 
recently became involved with a major pro- 
ject at an engineering llrm — a multi-branch 
business in southwestern Ontario, which 
required some networking assistance. As it 
turned out, because of some difficulty con- 
necting two of the workstations, he began an 
audit of the entire installed hardware and soft- 
ware in order to avoid any further surprises. "I 
wouldn't have conllicis with video drivers 
and network cards iff had a list. I could have 
the answers ahead of time." 

Immediately. Myles started to notice 
that all the serial numbers for the operating 
system and major applications — office 


suites and vertical applications — were the 
same. Myles said: "I didn't think this was tou 
unusual, as often software is installed on mul- 
tiple stations from one set of disks or CDs or 
a network share, with the boxes and licences 
left unopened on a shelf." However, when he 
asked for the other licence numbers to update 
the list for the records, it turned that the com- 
pany was using one copy of each .software 


package in its possession for all of the com- 
puters in the network, thereby breaking con- 
tractual agreements with vendors that stipu- 
late one licensed copy per machine. 'They 
were very matter-of-ftict about it and more 
annoyed with me. that I couldn’t continue on 
with the installation.’’ 

As a Microsoft OEM authorized dealer. 
Myles did not want to jeopardize his legal 
position and “be a party to a crime." But the 
contractor's response was that it was entirely 
his problem. "It was all of a sudden my fault; 
I had done something wrong. TTtey were 
telling me I had signed a contract with them 
that predated my contract with Microsoft." 

So he withdrew from the situation, and 
says he lost thousands of dollars in potential 
work. If the copying issue had not come up, 
Myles says he might have eventually set up 
for his client an NT server. E-mail, and mul- 
tiple Internet access. Subseqtiently, another 
reseller look on the job. 

Since then, Myles is much more careful 
when considering similar projects. He says he 
intends to be upfront in future contracts about 
his requirement that the client fully respect 
software licence agreements. “I am con- 
cerned for other resellers. There are a lot 
more people hanging their shingles out as 
computer consultants. Do they realize what 


kind of trouble they 
can get into, espe- 
cially in a large- 
scale situation?" 

Norm Dupuis, 
anti-piracy marketing manager 
for Microsoft Canada says he has the sense 
that violations of licensing agreements are 
more likely to occur in smaller organizations 


which cannot afford an IT department, where 
a software policy i,s more likely to be estab- 
lished. In the last three years in Canada, the 
level of piracy has dropped, but "the actual 
lost revenue in piracy has gone up," he notes. 

Lawyer Barry Sookman. a partner with 
McCarthy Teirault. in Toronto, said to have 
better protected himself going into the job, 
Myles should have had a clause included in 
his contract that would have indemnified him 
against being connected with any unforeseen 
event. Myles has since added this into his 
contracts. 

Microsoft's Dupuis is also a member of 
the Canadian Alliance Against Software 
Theft (CAAST). CAAST has made some 
major efforts on the anti-piracy education 
front (which have been intensified, of late). 
However. Dupuis says that in 1996 in 
Canada, 42 out of 100 word processing pack- 
ages in use were pirated, compared to 27 in 
the U.S. in the same year. “It is not a question 
of Americans being more law-abiding," he 
suggests, but a matter of U.S. groups like the 
Busine.ss Software Alliance reacting with a 
"more aggressive and vocal" approach 
towards violators, as well as a greater pre- 
ponderance towards litigation south of the 

Dupuis is also adamant that there are no 
exceptions to the requirement at Microsoft 
that it is one licensed copy per machine, even 
in scenarios when on individual might be 
using one PC at work and another at home for 
his job. “He must pay for two copies." 

Software vendors like Microsoft in this 
country have had no difficulty obtaining a 
judge's permission for a search of a party's 
premises if there is a strong belief that illegal 
copying of their applieations is taking place, 
says Michael Eisen, a Toronto lawyer with 
Morris/Rose/Ledgett. “The civil search and 
seizure order is most likely in connection 
with intellectual property disputes.” ™ 

Paul Weinberg is a Toronlo-based journalist 
who specializes in high-technolog)' reporting. 
He can be reached at pweinbg@inierlog.com. 


“I am concerned for other resellers... 

Do they realize what kind of trouble they can get into, 
especially In a large-scale situation?" 

— Stefan Myles . 
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HE E M T E R T A I N M E N T MARKET 


Pushing The Envelope 

On PC Entertainment 

by Paul Weinberg 




Whai will it lake to make the computer a truly fun device and not just 
a boring business productivity tool? 

Multimedia products are already available, and often relatively 
inexpensive — games software, for example. But entertainment on the 
PC is still very much an after-thought for most consumers. PCs. even 
as they dip below $2,000 at the iow-end. are still too expensive for 
ca.sual use. compared to other consumer electronics products like the 
$200 VCR. 

The latest Pentium machines do feature three-dimensional graph- 
ics capabilities in the processor but those systems are particularly price- 
prohibitive for the average consumer. On the other hand, some tech- 
nologies like the digital video disk, more visually arresting than the 
VCR in the presentation of movies on the PC. are not ready for market 
acceptance because of competing standards and insufficient titles. 

Richard Morochovc, industry analyst and president ol' Toronto- 
based Morochove & Associates Inc., also blames Microsoft’s delay in 
the introduction of the next version of its Windows operating system, 
which he says should take full advantage of DVD's capability. 

Reflecting the uncertainty surrounding DVD in the indusUy. 

Toronto channels specialist Bob Ihitchard. 
president of the Toronto-based R.J. 
Pritchard & As.sociates, adds; ‘Td bet 


the loose change in my pocket that DVD will finally move the PC into 
the entertainment market.” 

There is already a lively games software market, where success- 
ful vendors meet the insatiable demand for more realism and special 
effects in new adventure and simulation titles from a largely young 
male clientele, Games software represents 50 per cent of the enter- 
tainment PC products sold, says John Traynor. national retail sales and 
marketing manager for the Mis-sissauga. Ont.-based Microsoft Canada 
Ltd.. Also. 20 percent of the games titles drive 80 percent of the games 
business, he notes. In terms of the after-thought argument, he says; 
“Very few people buy PCs to play [Microsoft] Flight Simulator, but 
that hasn't stopped it from being a top-seller. The challenge is to find 
new users for the PC.” 

IBM Canada Ltd.'s Aptiva marketing manager Roy Rivers defines 
two types of consumers of PCs; the "explorer” who is seeking the latest in 
technology and the "progressive families" who are buying the systems for 
a whole bunch of reasons, including cnicrlainmenL 
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THE ENTERTAINMENT MARKET 



Seasoned consumers, already using a PC for home office puipos- 
es or as an educaiional device for Iheir children, “have gone through 
the learning curve and now they are using the technology for other 
things,” says Rivers at Markham. Ont. -based IBM. 

At the moment though, home PC sales arc fiat. Su.san O’Dell, a 
Mississauga, Ont.-ba.sed retail analyst and 
president of Serviee Dimensions Inc. sug- 
gests that the con- 
sumer market i.s 
saturated already 
because all the 
people who need 
PCs and can afford 
them have pur- 
cha.sed them, 

Some rebound 
in the home inarkei 
may be occurring 
1 a slightly 
mprnved economy, 

according to computer industry 

analyst Darrel Ryce at the Markham. Ont. -based A.C, Nielsen & Co. 
of Canada. However, revenue for consumer PC purchases was down 
by ly per cent in 1997 compared to I996. he says, contrasting that 
trend with the 1993-95 period when entertainment purchases appeared 
to be "exploding." 

Some major vendors iike Toshiba are abandoning the consumer 
market entirely and slicking with the more reliable business buyer, 
adds Ryce. He has noticed that system bundles in the retail channels 
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are containing less software of late, including entertainment items, and 
are "more hardware-driven. 

Nevertheless, Microsoft Canada has found that entertainment 
products continue to be a major draw in the retail channels, according 
to its survey of software purchasing decision.s by about 4.(K)0 con- 
sumers in 45 different retail outlets across Canada between April 1996 
and April 1997. 

Forty-three per cent of those interviewed stated they were 
shopping for an entertainment or games product, compared to 26 per 
cent seeking business management tools, 1 9 per cent for home pro- 
ductivity/reference and 17 per cent for children’s software Icovering 
both education and entcriainmeni or edutainment). Those arc aver- 
ages — in some stores cnieriainmcnl is up as high as 70 per cent of 
the purchase.s. 

Microsoft confirms that 81 per cent of ihe all software buyers are 
male, compared to 19 per cent who are female. For cnienainmcm 
alone, it is slightly higher widi 87 of the purchases done by males, 
compared to 13 per cent for women. 

Entertainment/games continues to attract a young male demo- 
graphic, with only 37 per cent of the consumers 35 years or older. In 
contrast, the average consumer of a business management 
application is 35 to 54 years of age. which may 
speak volumes about which gener- 
ation has the good jobs the.se days. 

Also. women who shop for enter- 
tainmeni/games lend to be 35 years 

Microsoft’s Traynor suggests that 
men buy for themselves while women 
are shopping on behalf of someone 
else, presumably for a younger person. 

In terms of children's software, the num- 
ber of male purchasers drops to 69 per 
cent, while women buyers climb up to 3 1 
per cent, 

Traynor said retailers have to make 
“the mental leap" to accept the truism in the 

trade that rapid turnover of products in specific areas on the shelf is 
more significant over the long haul than short-term profit margins on 
isolated sales. Such turnover could range from 12 to 24 limes for an 
item in a single year, he sugge.sis. 

Traynor cites the common problem of retailers running out of 
stock of popular items as a result of mistaken planning and positioning 
of software products. In its survey of reasons by consumers for not 
buying anything. Microsoft Canada found that 48 per cent of shoppers 
walked out of a store because they could not find what they are looking 
for. versus 36 per cent who cited dissatisfaction with the pricing, 10 per 
cent who were just browsing and two who were upset with the service. 

Patrick Meehan, research director at the Stamford. Conn.-based 
Gartner Group. Inc. notes that some manufacturers have tried to make 
PCs more beautiful in order to make them more appealing for a home 
environment. But this is merely "cosmetic." he says. 

Meehan suggests that “the box with the monitor has to be broken 
down” in terms of design and dicn "splintered’’ into various applica- 
tion functions before new possibilities can ari.se. Already, the bits and 
pieces of this trend are in place, blurring the boundaries between busi- 
ne.ss and non-business use, such as Web TV; handheld computers and 
digital pagers. CM 

Paul Weinberg is a Toronlo-hasecI jaurnalisi iv/io specializes in high- 
leclmology reporting. He can he reached at pweiiihgl^ inierlog.com. 
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S torage technology is one of the fundamental building blocks of 
computing, but it often lends to be ignored, particularly at ihe 
retail PC level. For the average desktop PC. it often .seems lhat 
storage is a no-brainer; a floppy drive and a hard drive. What could be 
simpler? Well, behind the commodity, ‘parts-of-lhe-week' meniality, 
storage technology is one of the most vibrant and vital .segments of the 
computer industry. 

Areas of particular opportunity for resellers include mass storage 
backup systems such as Iomega's Jaz and Zip drives. Fujitsu’s 
Magneto-Oplieal (MO) drives, and new high-capacity floppy drive 
formats such as the LS-120, DVD technology is still in its early stages, 
and has some issues to resolve, particularly around re-wrilcablc disk 
compalibility with playback-only technology. 

A Place For Everything 

The inarkets for storage technologies can be looked at either in terms 
of technology (hard drive, tape, CD-ROM, solid slate), or by user ujtd 
application category (desktop PC. notebook PC, server/mainframe). 

Plain Vanilla 

The basic PC. whether Windows or Mac, comes with a 3.S-inch flop- 
py drive, and, in late 1997. al leasi a I.2QB hard drive. According to 
Neil Robertson, the marketing manager for storage products for 
Fujitsu Canada Inc., the Enhtmced IDE format of hard drive com- 
pletely dominates the mainsueam desktop PC market, and the typical 
hard drive size tops out ut about 6.4GB (soon to ri.se to B.IGB). All 
hard drive vendors sell bare-bones hard drive kits to PC makers, either 
directly, or through distributors. Some manufaclurers also do retail 
hard drive packaging for llie PC upgrade market. (Fujitsu does this in 
the U.S. market, but not in Cunada.) 


The floppy drive market is a low-margin commodity category, 
and Fujitsu is one of the major suppliers in Canada, selling several 
hundred thousand units each year. 

Faster And Bigger 

At the recent Comdex in Las Vegas, I'sirn 
high-capacity hard driV' 
were shown by Sea, 

(For information o 
hiip://w»’w..teaguie.cain/\'pr.xhtmL) 
aimed at the ser 
workstation market. Seagate 
unveiled its I0,(XX) rpm super fast 
Cheetah drives and Fujitsu claims 
that its own 10,000 rpm drives 
will be coming in early 1998. 

SCSI drives, very 
on regular desktop PCs, 

.standard on sers 
'personal wtirksiaiion' 

PCs. Typically, ne' 
performance hard drives 
appear in SCSI ver 
first, as high-end 
‘power users' ; 
more willing to pay 
the initially higher 
prices. As mass 
production pro- 
ceeds and prices 
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STORAGE DEVICES 


begin to drop, then HIDE versions for the mainstream desktop market 
are introduced. 

Quantum Corp. [lUlp.’/Mww.quunium.com), a US$5.3 billion hard 
drive maker, is also a major innovator in high capacity drives, and 
Micropolis (http://www.micropolis.com) was an early leader in higher 
capacity hard drives with its .second generation Tomahawk 9.1GB and 
18.25GB models. 

The run-up in hard drive size has | 
been rapid, and according to industry ! 
projection.s. steady. Improvement j 
will be possible for about another 10 
or 12 years, until the physical limita- 
tions of magnetic media are reached, 
and other more exotic storage tech- 
nologies have to be adopted. 

New Floppies 

The traditional 3-5-inch floppy is still 
almost universal, although the LS 
120 floppy format, which has a 
capacity of 100MB and is backwards- i 
compatible with high-density flop- 
pies, is gaining a degree of acceptance from PC makers such as 
Compaq. Also. Sony and Fujifilm (hllp://www.sony.com. and 
htlp://www.fiijifilm.com) have Jointly announced the HiFD, a new 3.5- 
inch 200MB floppy system. 



Iomega: In A Class By Itself 

Iomega, which for many years was on also-ran in the removable stor- 
age media market, trailing behind longtime leader SyQuest, has 
achieved an amazing reversal of its status in the storage market. With 
a combination of great products like the Zip and the Jaz cartridge dri- 
ves, combined with brilliant marketing, Iomega has become the mar- 
ket leader in removable mass .storage. At last 
year's Fall/Comdex, Iomega maintained its 
momentum with new products such as its 
2GB version of the Jaz drive (backwards 
compatible with the IGB version) and the 
ultra-compact removable Clik device, 
(hllp://www.iomega.com). 


Solid State And Flash Storage 

One alternative to hard drives and cartridge 
storage media is storage using memory 
chips. Quantum is a leader In solid state 'dri- 
ves,' which though much more expensive 
TrwBlSlarSGN ^ traditional disk drive, are also much 

higher in performance. Quantum's 
Rushmore drives have a capacity up to 950MB. which is a lot of mem- 
ory chips on one card. At the lower end, a whole new world of 
portable, handheld computing is being facilitated by the emergence of 
flash memory cards, which can be used in digital cameras, notebook 
and handheld PCs to allow for greater data storage and transferability. 
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Compact Disk Recordable (CO-R) And DVD 

Devices that allow PC end-users to write their own CD-ROM disks 
have dropped in price to well under $1,000. with blank recordable 
disk.s costing less than $10. But ironically, just when this .storage medi- 
um seemed poised to 
become quite wide- 
spread, the higher 
capacity DVD formal 
has emerged, along 
with a number of 
competing re-write- 
able DVD formats. 

The result is that 
compatibility issues 
are up in the air. until 
the market and the 
competing consor- 
tiums settle which 
format will become 
standard and compatible. In the meantime. CD-R products such as the 
Synchrome Technologies (hiip./Mww.synchrome.com) Maestro CD-R 
2x6P have reached a high degree of maturity, in terms of ease of instal- 
lation and use. Compro {litip:/Am'»'Mcscompm.com) makes a4X CD 
duplicator that comes with an internal hard drive and CD reader, as 
well as the recording drive, and which cun be used either as a stand- 
alone device, or connected to a PC. 


CD-ROM And DVD-ROM Drives 

The original single-speed CD-ROM drives had a read speed of 
ISOKBysec. Current CD-ROM drives have speeds of between eight 
and 32 times that rate. Down at the 8X end of the spectrum, retail 
prices range as tow as $50, The 24X and 32X 
speed models still have some margin potential, 
but CD-ROM drive manufacturers such as 
Creative Networks Inc. {hup://www.creaiive.com) 
are in the process of displacing CD-ROM drive 
capacity in their manufacturing plants, anticipat- 
ing that 50 per cent of drive produci.s will be in 
DVD format by the middle of 1998. 

Mainframe And Workstation 

Above the PC level, many of the major server and 
mainframe-related companies offer high end stor- 
age library solutions. These include tape, MO, 
hard drive array and CD-ROM robot library sys- 
tems from vendors such as HP and IBM. 
Traditionally, these systems run under UNIX or some other high-level 
operating system, but Windows NT storage library solutions are rapid- 
ly being developed as well. According to IBM Corp. 
(hilp://www.ibm.com/ siorage): “Industry analysis project the open 
systems (UNIX) storage business to exceed $12.5 billion in revenue by 
2000.” 

If you want to see the future of storage on the desktop, the place 
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vendors such as Digiiul and Compaq are expect- 
ed to grow rapidly in market share, using the 
new Microsoft clustering technology to support 
large data storage warehouses. New, high-speed 
technologies such as fibre channel architecture 
(which allows data transfer within a server at 
rates of up to IG-bit/sec.) will become more 
common, as well as innovations such as Serial 
Storage Architecture (SSA) which will increase 
the capacity of multi-server networks. 


What's New In Storage? 

There are always new storage formats being 
rolled out, in the hope that the market will see 
their usefulness, and 1997 was particularly rich 
in new products. The ORB. from Castlewood 
Systems. {hllp://www.castlewiiodsyslems.com) 
is a magneto-resistive drive, which creates 
2.16GB disks at a cost of US$199 for the drive 
and US$29.95 for the disks. 


The Network Is The Hard Drive? 

Just when the PC is becoming easier and cheaper to manage in a busi- 
ness environment, an attempt is being made to sell big business on the 
idea of the Network Computer (NC). typically a diskless computer that 
will run Java software, or. in emulation, Windows applications. In the 
case of thcNC. the old saying 'the network is the computer’ translates 
into ‘the server is your hard drive.' 

In many cases, the NC’s lower cost of ownership will make it 
aiiraciive for limited ranges of applications, but in other cases, ques- 
tions of local desktop storage and network bandwidth (not to mention 
user preferences for a full featured, flexible PC) may reduce excite- 
ment over the NC. Diskless NCs may not very popular, at least initial- 
ly. due to lack of a local disk- This makes them very dependent on the 
network. 


Best Bets? 

The volume storage products at the retail level in 1998 may include: 

• Iomega’s entire product line, 

• hard drives with over 30B in storage, 

• flash memory cards for digital cameras, and, 

• high-speed CD-ROM upgrades (which may include replacement 
DVD drives). 

Many other storage products may offer lower-volume but higher 
margin opportunities (such as MO drives, for applications where the 
need for durability offsets the higher price) to the reseller who is pre- 
piUTid to research the storage market for its many, varied, and rapidly 
shifting facets, tt* 


Jeff Evans is A.ssticiaie Editor of Canadian Computer iVltolesaier. He 
can be reached at jeJJ@lcpon.com. 


to look is at the high end, where vendors such as SiorageTek 
(http:/M’ww.storagetek.com)ofkT tape backup systems with over a ter- 
abyte (1.000GB gigabyie.s) of capacity, and transfer rates of up to 
l44GB/hour. 

At the high end of the storage market, NT-based solutions from 


Windows NT And Mass Storage 

One of the oddities of Windows NT has been 
that even as that operating system has made spectacular progress in the 
server market, there is still not an integrated disk defragmenting utili- 
ty for NT. The big winner from this lapse is Executive Software Inc. 
{http:/M'ww.e.xecsoJ).com), whose Diskeeper for NT is a ‘must-have’ 
third-party utility for virtually any NT system. Microsoft will include 
a licensed, .stripped down version of Diskeeper (similar to the test ver- 
sion available from Executive Software via download from the Web) 
in its upcoming release of NT 5.0. 
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C onsider the amount of data a Foriiine SOO company had to store 
in 1970. on average — about !GB. Then, for a staggering 
thought, ponder the I'aci that by the year 2(XK). the average 
Formne 500 orgimization's storage needs will have grown to 60.000 or 
70,000 limes that, up to 70 terabytes (TB). 

That's according to statistics compiled by IBM and other market 
research oiganizaiions, said Jerry Boezel. marketing manager, large 
systems storage. Storage Systems Division at IBM Corp.. during a 
recent briefing session in San Jose, Calif. "We'll ship more gigabytes 
this quarter than any other quarter." he said. 

IBM should indeed know about storage, claiming tu have a 
US$2,2 billion capital investment in the storage business. About 500 
of IBM's 2.800 technology researchers are devoted to storage-related 
matters. And Frank ElliotU vice-president, worldwide market opera- 
tions for IBM storage systems division, .said 10 to 12 per cent of the 
company's US$75 billion business is ailribuiablc to storage revenue.s. 
(According to market research firm Iniemalional Data Corp., IBM is 
the revenue leader worldwide in storage products.) 

And while we hear a lot about Moore's law of growth in micro- 
processor speeds, it seems the development rates in computer storage 
are none too shabby, cither. IBM says prior to 1988. the amount of bits 
that could be stored in a square inch of storage medium grew 30 per 
cent annually. But with the introduction of magnetoresistive technolo- 
gy in storage, that growth rale has jumped to an impressive 60 per 
cent; and held. And while capacity has been increasing, costs are com- 
ing down. In its highest-end tape products. IBM claims to be selling 
storage at less than one (U.S.) cent per megabyte. 

On the desktop from. IBM has just started shipping a 1 6.80B 
hard drive. For those looking to visualize this, consider eight hours 



Coincidence? 


You didn’t 
expect to find 
the most 
advanced 
LCD (FT15+) 
and CRT 
(P97A) 
technoiogy 
avaiiable on 
the same 
page, did you! 
But be as- 
sured it 
is no 

coincidence. 

Because... 



Both are backed by Scaplra's unwavering commitment to manutaclurirg 
excellence and Innovation. 

Both are backed by Sceptre's unwavering commitment to product availability. 

Both are backed by Sceptre's unwavering commitment to provide the 
highest level of customer service. 

Both are members at a family that Indudes award vanning products 
including the Sceptre P75A 17' CRT monitor; 

Technical Excellence Award, "...the most bang for the buck" 

Canadian Computer Wholesaler, August '97 

Boin are flagship models In an armada of leading edge display products. 
Reduced to the simplest terms, boin are Sceptre. 

For more information about Sceptre's complete line of CRT and LCD di^lay 
technology call 1-888-3S0-89B9 or visit our web site at www.sceptretech.com 
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STORAGE DEVICES 


ihe planer. This means more 
bits can be stored in less 
space, as Ihe heads can belter 
read the signal.s. Those field.s 
are created by the "write" 
portion of the head, which 
passes over the bits on the 
platter, magnctiring them to 
orient in one direction or 
another, which translates to 
either a 0 or 1 — the binary 
information that the comput- 
er needs. The more sensitive 
GMR heads are needed to 
decode the bits that are 
crammed into smaller and 
smaller spaces. 

IBM's scientists say the 
60 per cent growth rale in 
storage capacity can only go 
so far using current materials 
and leehnologies. Hence, 

researchers arc experimenting with radical storage means. 

For example, that includes holographic storage. Instead of just 
recording data on a surface like a hard drive, it uses the entire thick- 
ness of a medium, such as a crystal. The writing is done by crossing 
two laser beams. According to IBM, holographic storage could store 



Hard Drives 
Western Digital 

1.26B EIDE 
1.6GB EIDE 
2.56B EIDE 
3.2GB U-DMA 
4.3GB U-DMA 
6.4GB U-DMA 

CPU's 
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24X IDE int. 
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Sound Cards 
ESS ISB9-3D PnP 
Creative Labs 16 bit 
Creative Labs AWE-64 
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13360 E. Firestone Blvd. «F-2 
Santa Fe Springs, 
CA90G70 USA 


562-802-3644 Fax 562-802-8404 


as much as 12 limes the 
capacity of today’s biggest 
hard drives. Meanwhile, 
read rates are much quicker 
as well, and data integrity is 
greater hy this melhixl. IBM 
say.s holographic recording 
is "inherently parallel” 
allowing one page to be 
•Stored and read at a lime, 
which is appealing for stor- 
ing images. Data transfer 
rales are reportedly up to 
one gigabit per second. 

Even more futuristic is 
the concept of storing data 
with atoms. In I9H9. IBM 
researcher Don Eiglcr 
gained renown for arranging 
35 xenon atoms on a nickel 
surface to spell "IBM." 
using a scanning tunneling 
microscope (STM). According to IBM. the density of such storage is 
about one million gigabits per square inch. But while such storage is 
incredibly dense, efficient rcad/write capabilities are still lacking. 

The eventual goal of such atomic-level re.seareh. said John Best, 
director, IBM Almaden Research Center and IBM Research Division 
vice-president for storage, is to “build computational devices out of 
atoms.” But as demands from the market increase, and as research 
continues, "it will evemuaily lead us to under.sianding what we need to 
do to build computing devices on that kind of .scale." 

By using an atomic force microscope (AFM) and a cantilever in 
contact with a rotating surface — think vinyl record and needle as an 
analogy — IBM scientists have recorded densities of 25 gigabits per 
square inch. 

Stan Peck, director, end-user research at Toronto-based 
International Data Corp. (Canada) Ltd., said as users look to store 
voice, video and space-hungry images, .storage needs will only 
increase. "The demand is inexhaustible; it's just a function of price." 
And he said IBM is "hard-nosed” about turning its research into use- 
ful marketable product. 

“1998 is the year we're going to require significant more drive 
space," said Greg Michelti, president of Edmonton-based consulting 
firm Michelti & As.sociales Inc., also citing voice and video applica- 
tions. “2GB hard drives will look pretty small very quickly." 

"The challenge of data is to cope with the growth and provide 
access, management, movement and security," said IBM's Elliott. 
“We're driven by customer requirements." CM 

Grace Casselman is Editor of Canadian Computer Wholesaler. She 
can be reached at gracec@netcom,ca. 


IBM says: 

• Year 20QD testing requires an organizatiDn to be able to duplicate 30 to 40 
per cent o( their current data. 

• The costs of storage, including storage management, are four to six times 
the costs of Ihe hardware, annually. 

• Storage is a major component of a server, and server buying criteria 
includes: reliahiiitv, compatibility, affordability, performance, server and sup- 
port, availability, scalability, manageability and flexibility. 
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You may not have expected to find the most advanced computer system and CRT 
technology on the same page, but you did! There is absolutely no coincidence! 



Sceot'e Tto'iiiofs. notebooks ana LCD oanels 'afs DacKed by Sceotre's unwavering commiimeni to 
manufacturing excellence and innovation'. That's why it >s no coincidence that Sceptre product 'S 
stocked and OistriOulea by White Kmght Distributing nation wide. Sceol'e's commitment meshes 
'.-.e I With the phiiosoohy White Knight endorses — Providing ieadmg-edge. quality products with a 
high level of customer service at affordable prices. 

For more information aoout Whtte Kn.ght systems and components, or aoout Sceptre's line up of 
product, be sure to can one of our ton ‘ree numoers. or viS;I our wecS'ie at ww.v.v/hiie-knioht.cQm . 


Be sure to visit the Sceche booth at the PacR'm Show and icx3k fc great speca's at White Knight 
‘or me r e-ti'e tne of CRT ana LCD oisclay technoiogyl ' 
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EYE ON THE INDUSTRY 


all I 


Tutorage: 


by Doviil Twuika 


Will That Be Spinning Or Solid? 


I 



I In your six-pound ntite- 
I book, a 2-5-inch hard drive 
ns like a light and tidy 
I bundle, but if your entire 
I digital device weighs Just a 
ounces, you need 
I another solution. This is the 
idea behind a couple of 
new storage devices that we'll be seeing 
within a few months. 

One of these is Iomega's Clik drive. 
Think "honey. I shrunk the Zip drive." and 
you've got the essence of the Clik. For 
starters, the cartridge measures 2.1 by 1.92 
inches, and is less than one-tenth of an inch 
thick. The 10-gram cartridge will hold 4()MB 
of data. 

Iomega expects the Clik cartridge will 
sell at retail for less than . 

US$10 per unit- The drive I 
itself — at least in the form | 

Iomega was recently show- 
ing — is about the same size 
as a mini-tape-recorder or 
cellular phone. It will likely I 
.sell for under US$200. Clik * 
should be available at retail by mid-1998. 

However, the real target for the drives is 
the OEM market. Iomega hopes to convince 
manufacturers of cellular phones, personal 
digital devices and digital caiTtera.s, that the 
Clik is a cost-effective alternative to those 
still-expensive RAM cards. Compared to $10 
for a 40MB Clik cartridge. CompactFlash 
cards are still around USSHK) — and that will 
buy just the 4MB variety. To my way of 
thinking, the Clik Ls a feasible intermediate 
step for small .storage. The drive, embedded 
into a device like the digital camera, won't 
take up much space, will alTer40MB of stor- 
age per cartridge, and an affordable price. 

I recently had an opportunity to lest ilie 
Olympus DL501) digital camera. To make 
sure I had enough storage capacity. Olympus 
also loaned me three 4MB memory cards. At 
the camera’s highest resolution, the cards 
would bold just 10 images each. So. after fir- 
ing off the rough equivalent of a roll of 35- 
mm film. I was stuck. I had to go back to 
home base and download the images into my 




computer before I 
could stun shoot- 
ing again. In a real- 
world scenario, it's 
just not realLstic to 
expect that con- 
sumers would 
load up with more 
that a couple of 
these pricey cards. 

However. if a digital 
camera came with a built-in Clik drive. I 
could see any consumer buying the cartridges 
in bulk. At USSIO each, the disks are about 
the same price as a roll of film. 

Of course, as u mechanical device, the 
Clik’s power consumption will be relatively 
high, and small as it is, it still requires more 
physical sptice on the camera or 
PDA than a memory card. That's 
why the long-term money re.sts with 
solid-state storage. And, like every- 
thing else in the business, solid-state 
storage is becoming cheaper with 
time — and smaller too. 

SanDisk Corp. has become one 
of the leading suppliers of memory cards, and 
has been signing a pile of OEM deals with 
digital camera and other electronic device 
manufacturers. Along with the memory cards 
in the standard Type II and Type 111 PC Card 
.size, the company also has its CompactFlash 
line. These devices are about one-quarter the 
dimensions of a PC Card. Sandisk estimates 
that by the year 2000, it will have a 
CompactFlash device that will hold .500MB. 

Audio equipment maker Uher Infomatik 
GmbH recently announced a lapeless audio 
recorder that uses the CompactFlash cards 
for storage. A 4MB memory card will store 
about one hour of voice recording, and 
the voice file can be downloaded into a 
PC. Uher looks ahead to a lime when a 
user would dictate into the recorder, 
download the file into a computer, and 
have the file transcribed into ASCII 
text using voice-recognition software. 

SanDisk’s latest storage device i-s the 
MultiMcdiaCard. which the company claims 
is the world's smallest solid-state storage 


device. The MultiMcdiaCard is 
32 mm by 24 mm by I. 4 mm 
and weighs less than two 
grams. Production samples 
vill be available in 
early 1 998 with capac- 
ities of two, four, 
eight and lOMB. 
SanDi.sk csiimuie.s 
nail availability some lime 
the second quarter of 1998. A 
2()MB version is being developed, and we 




1999, 


One application of these miniature cards 
is in the next generation of mobile communi- 
cations devices, which may have an embed- 
ded CPU and an operating system like 
Windows CE. A database — the telephone 
directory for example — could be stored on a 
memory chip. And, as SanDisk points out, in 
ihis emerging era of smart phones, people 
will have access to all kinds of data, from 
news headlines to slock quotations to maps to 
airline schedules. All of Ihis data could be 
stored on MultiMcdiaCard devices. The on- 
board memory would also add new capabili- 
ties to the communicator — perhaps as a 
voice recorder, tw 

Ouvid Tanaka is a i'uncoin'er-haseei joiirna/isi 
and Editor of The Computer Paper. He can be 
reached at davidiw.lcp.ca. 
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The 

Super 

Suites 


Multi-application 
products provide greater 
functionality, but more 
complications, too 


by Dan McLean 


All for one and one for all — probably best characterizes the most sig- 
nificant trend in the development of workgroup office productivity 
software tools these days. Convergence and integration are requisites 
of the most successful producl.s in this .space today — a far cry from 
the strictly vertical workgroup tools of the past. 

Traditionally, office productivity applications were separate com- 
ponents that rarely provided interoperability, Each was designed to 
serve a particular environment. Vendors designed tools, like workflow 
or imaging, in an effort to offer functions for niche business types. 

But along came concepts like enterprise networking, the Iniemei. 
intranets and virtual companies, which drove demand for more inte- 
grated tools and collaboration features. Coupled with these break- 
throughs has been a move towards broadening out office productivity 
software tools to a wider base of users and providing integrated func- 
tions that address a continuing demand for information and data shar- 
ing between office productivity applications. 

"Wliai we're seeing now is more cohesiveness in those product 
sets." said Marilyn Carr, director of work management services for 




consultants LOS Group Inc. in Toronto. 

“Single vendors now have the 
entire range of possible tools 
which you may want to use. 
all within their own product 
suite, all of which can plug in 
and work together or work 
separately. Rather than 
before, having to go to a 
bunch of different vendors to 
purchase individual pieces, 
you can now buy one consol- 
idated suite of products that 
will do virtually everything 
you need." 


Consider some of the most successful office productivity software 
tools currently on the market. Lotus SmartSuite. Microsoft Office 97 
and Corel WordPerfect Suite all feature wordprocessors, spreadsheets, 
personal planners, presenuition software and a variety of other collabo- 
rative office productivity applications, all in one package. Each of these 
can be used for both personal and workgroup productivity. According 
to industry analysts. Microsoft Office claim.s the lion's share of the suite 
market, and has emerged almost as a "standard" in the corporate world. 
Core! has seen some success in the retail space, as the lower priced 
olTering is attractive to home and smaller business buyers. 

According to a 1997 report by market research firm Computer 
Intelligence ihilp.'/Avu'w.compini.com/). Microsoft's three versions of 
Office have "an aggregate 91 per cent share of the suites installed base, 
and over 23 million installed users." 

Of note. Computer Intelligence also reported: “In Corel, 
PerfectOffice at last found an owner willing to put some muscle 
behind it, Corel was able to more than quadruple the number of 
PerfectOffice users between ‘95 and ‘96. Still, it remains a distant 
competitor, with less than a 10 per cent share of suite users," 

The list of vendors who are churning out office productivity soft- 
ware suites continues to grow. Companie.s like Netscape Corp, have 
taken their expertise in building Intemet/intranet tools to create a new 
generation of Web- and Internet-enabled office productivity suites. 

"Everybody is sort of coming to the same place from different 
directions," Carr observed. "One of the most difficult things for peo- 
ple who are making a choice (between various suites) is trying to fig- 
ure out which way to go. Do you go with a brand new paradigm — an 
Intemet/intranet product — or do you stick with the more established 
vendors who are Intemet/intranet-enabling their products?" 

Everyone seems to agree that the single point of access is proba- 
bly the most significant feature being implemented by office produc- 
tivity software tool-makers. Users don’t want to concerns themselves 
with where information is located or what format it’s in — they simply 
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warn lo have access to it and be able to work with it. 

As a result, Web browser-like front ends that provide a single 
point of access for anything are being incorporated into many office 
productivity software tools. But interoperability between suites from 
different vendors is also a growing criterion and it's something that is 
clearly still evolving. For example, Lotus SmartSuile still can't lever- 
age every feature and function of Microsoft Office 97, and vice-verso. 
So you buy into a vendor's solution when you purchase office produc- 
tivity software tools. 

"You have to choose a camp and stay in that camp," Carr said. 
"That’s not a problem if everyone in your universe is in that same camp. " 

Intranet layers allow the user to provide a gateway between var- 
ious products so they can still communicate if you need to, she added. 
However, there are limits to what can be exchanged. Carr said open 
document and information containers that provide a neutral format 
will help addrcs.s some of the.se interoperability issues. Using stan- 
dard communication protocols, like TCP/IP, theoretically can allow 
any application to access, interpret and use those information con- 
tainers. “If I can get lo you in an unmessed-up way, if you can receive 
and interpret my data, then who cares what other proprietary things 
there are within the application itself? It's the point of transfer you’re 
worried about.” 

Thin clients are also changing the office productivity software tool 
landscape. These devices make it easier to create virtual companies, 
provide geographically dispersed access and help companies extend 
business beyond corporate walls. Carr said. From the point of view of 
system managers and administrators, thin clients also provide a better 
means of managing and disbursing office productivity applications. 

As office productivity software tools incrca.se both in popularity 
and choices, two important challenges must still be addressed. Finst. 
the near overwhelming range of tools contained in many office pro- 
ductivity .suites is literally too much of a good thing. Carr agreed, most 
users don’t need ail that functionality. "Some of the functions are there 
simply because they can be. There hasn’t been a lot of attention paid to 
what people really need." she said. 

The challenge for many vendors may be in trying to figure out 
how lo provide a generic, all-purpose set of tools that can be all things 
to all people, without making it loo difficult to use for people who only 
want a limited set of functions. 

Vendors must also build office produedvity software tools that 
work like people do. Carr said, explaining that she still uses a paper 
day-timer rather than and electronic altcmalive, "It's (an electronic 
day-timer) going to have to be easier for me to use than the way 1 do 
things now,” she said. “I have no desire to invest time in setting up an 
electronic version which I have on my PC. I have my day-timer with 
me all the time. I don’t have my PC with me ali the time." 

Knowledge management — functions that provide intuitive and 
intelligent agent features — built into office productivity software tools 
are expected lo become an important addition lo these applications. For 
example, consider a customer service representative at a bank who is 
processing a loan application. Using tools linked to a knowledge repos- 
itory could provide a clearer profile of that client, based on previous 
information gathered by other bank representatives. An intelligent agent 
contained in an office productivity application could gather many types 
of information on clients and conceivably suggest specific questions to 
raise, based on that person's individual profile. “Knowledge 1 create as 
I'm u.sing office productivity tools might somehow gel immediately 
captured, catalogued and stored appropriately.” Carr explained. “It 
means I can be provided with knowledge in context.” 

So what's avaiioble today in die space of office productivity suite? 
Here’s a rundown of some of the most popular produces: 
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Microsoft Office 97 

Office 97 has been on the market since January. The latest enhance- 
ment added to the product are: 

Internet capabilities; the ability lo add hyperlinks into documents 
and .save these as HTML pages. “You can have multiple people work- 
ing on a particular document at the same lime, you don't have lo save 
multiple copies of the document.” said Anne McKeon, Microsoft 
Canada's product manager for desktop application products. 

An animated character "Office Assistant,” built into Office 97. 
pops up and guide.s users through various operations. You can query the 
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Office Assisianl for help using ‘naiural’ language eomniands raiher 
ihan searching ihrough a cryptic lisi of help items. "Wc'rc doing a lot 
of work with things like natural language processing. All of that 
research that gels done in the background brings out the features that 
you’ll see in Oltlee.’' MeKeon said. "At Microsoft we do an awful lot 
of usability and real-life testing. We'll bring people of all levels into 
our usability labs — people that have never touched a computer before, 
right up to advanced users." 

Enhancements to the natural language capabilities of the product 
will be featured in future release ofOrTtcc, McKcoii said. Microsoft will 
look to bnraden the toolset and, if re.seareh indicates a need or demand 
for a particular feature then "we would definitely incorporate it 
into the product," .she said. 

In terms of Office 97 and reseller opportunities, these tire 
limited strictly to sales. Most end-users purchase the product 
through retail or are sold under licensing programs. For more 
information, visit: micnisoflxom. 

Lotus eSuite 

A lighier-wcighi and cusiomiwhie set of productivity applica- 
tions. eSuiie includes a streamlined set of Java-based applets, 
designed to am on a new generation of ihin-clieni hardware 
and browser software. 

Formerly code-named Kona, eSuiic consists of four major 
components: Workplace, a simplified user interlace: nine Java 
applets, including a wordprocessor. spread sheet, eleelronic-mail client, 
calendar and scheduler: a browser; and. daiahase access Hxils. fhe user 
interface and nine applets are expected to be available in January. 

According to Marc LcBlanc, product manager for Linus Canada 
Ltd.. e.Suile is not a replucemcnl for the larger SmaaSuile office pro- 
ductivity software. The majority of users often only need one or two 
applications of a total suite package, so eSuite offers a stripped down, 
easier to use set of tcxds. he said. 

"What's pulling everybody is the network model," LeBlanc said. 
“We’re all going towards it. We’re in a connected world now and it’s 


only going to gel more connected. That’s a big driving force." 

What docs this trend demand from office productivity tool ven- 
dors? According to LeBlanc. vendors like Lotus must embrace Iniemei 
standards and he prepared to build tools that can inleroperale with 
other offiec productivity applications. 

As with most .software, the best opportunities for e-Suiie resellers 
are found in the arcus of cuslomizalion and iinpicincnialitin. "There is a 
distribution side.. .hut knowing today what the margins are in software 
di.slribulion. it’s not the big opportunity.’’ LeBlanc said. "The big oppor- 
tunity is going to be developing your own Java applets to work within 
the eSuite workspace framewark. Even belter is lusingl the eSuite 
DeskPack.-.lo customize and existing eSuite 

For more information, visit: JiH/j./Acinv. 





Corel WordPerfect Suite 8 

This latest edidon, relca.sed in May. offers 32-bit 
applications and beefed-up collaborative capa- 
bilities. In addition to the WordPerfect word- 
processor. QuattroPro spreadsheet, and 
Presentations applieaiiun, the most major addi- 
tion in this new package is CorelCeniral, what’s 
described as a personal information manager. 
CorelCemral combines calendaring, scheduling, lo-dn lists, 
an address book, coniaci log and a card file, WordPerfect Suite 8 boitsis 
lighter inlegrulion with Netscape's Communicator. 

Other "bonus” applications included in WordPerfect Suite 8 are: 

• Barista — a Java tool that allows users to publish pages to the Web 
without complicated programming; 

• Photo House 1.1 — a photo-editing, touch-up effects and .special 
effects tool; 

• Versions -- archiving software that lets users keep track of docu- 



- gives one-click access from the 
re applications and abilities of Corel 



• Desktop Application Director - 
Windows 95 taskbar to all the coi 
WordPerfect Suite 8; and. 

• Envoy 7 Viewer — allows users to view any dixtunient published to 
Envoy, whether they have the software used to create it or mil. 

Among the programs offered by Core! to its WordPerfect Suite 8 
resellers are: the White Box Program, which allows eligible VARs to 
bundle Corel VAR/OEM software with conipuier hardware: and OEM 
Direct, for large OEMs who bundle at least .51X1 unites of Corel OEM 
software per month. 

For more iiifomialion. visit: hup:// ww\i\airel.ciini. 

Claris ClarisWorks Office 

Claris’s ClarisWorks Office is described as slim office productivity soft- 
ware designed for small and home offices. It also represents the low-cost 
end of the office productivity software loo! spectrum. Tools provided 
include a lull-feaiurcd wordprocessor. spreadsheet, Jtiiabase nianager 
and a basic desktop publisher. 

Also included are Web page design tools and Imenict access soft- 
ware which allows Users to launch into the inlentcl from ClarisWorks 
Office itself. There are even development tools for creating a Web site. 

The product is sold through a wide reseller network across the 
United Slates and Canada. For more information, visit; 
htli>://\y» \v.iluris.iom. CM 


Dan McLfon i.\ 
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Perhaps one of the most 
of any computer system is the very 
tion that houses ail its individual components. 
Indeed, the role of the mofhertjoard is far 
more important than most customers realize 
when purchasing a computer system. While 
It's true that nearly every system vendor will 
allow the customer to choose the components 
they wish to pul into their systems, the moth- 
erboard is quite often the one aspect of the 
system which hardly gets a mention. 

Video cords and hard drives are likely to 
be specified by the customer, while they often 
neglect things which could very easily deter- 
mine their overall system performance such 
as the brand of motherboard and RAM to go 
along with it. 


Why So Important? 

So why is it that most customers don’t speci- 
fy the motherboards in their systems? The 
motherboard is a low-level component which 
very few people understand, let alone realize 
its importance. It is also a key area where cus- 
tomers lack the required knowledge, more so 
than any other system component. Because of 
this, it would be ideal if effort was made on 
the part of the vendors and resellers to try and 
educate the public on this topic. 

It’s very possible that one particular 
piece of hardware inside a computer is entire- 
ly incompatible with another. When this hap- 
pens. technicians are known to spend 
upwards of several hours trying to isolate the 
source of the problem even before they could 
begin coming up with a solution. The sad 
truth is however, that most of these hardware- 
related problems can be traced back to the 


motherboard itself. Because Ihe motherboard 
is literally the foundation for all other system 
components, it is absolutely Impenuive (hut 
the board be designed with great care and 
impeccable engineering lo ensure proper 
compalibiiily and overall system stability. 

Motherboard-related problems were 
quiie common with 486 and early Pentium 
machines, and while they haven't completely 
disappeared, they are not as common today as 
they once were. But the question remains; are 
there certain brand.s of motherboards which 
are more reliable than others? 

The answer is absolutely yes. This is 
why il's important for system vendors and 
resellers to make their customers aware of the 
potential problems associated with buying a 
cheaper, more generic motherboard. In many 
cases the cuslomer would only have to spend 
an additional $50 or $75 more lo get a 
grade-A motherboard which could very 
easily mean never returning to the place of 
purchase for servicing. 

All Motherboards 
Are Not Created Equal 

Although there may be a resemblance lo 
some degree, no two motherboards will ever 
be identical. They may have similar looks and 
the same features, but one particular brand 
will always differ from another. It used to be 
that one brand of motherboard would offer a 
substantial performance increase over anoth- 
er. Those days could very well be over, as 
we’ve seen from our test results this month. 
The boards we tested were only a small per- 
centage apart from each other in terms of raw 
performance, and although it may not seem 


like much, it could mean everything to a cus- 
lomer who is knowledgeable and looking to 
squeeze every last drop of performance out of 
iheir system. Even though the performance 
gap has narrowed considerably, the gap 
between onboard features and overall board 
qualily is still very much existent. One of the 
great things about technology is that with the 
pus.sage of time, nearly everything will get 
miniaturized at some point or another by 
some degree. This holds very true for the 
motherboard industry, where we can see 
motherboards which contain sound systems 
built into them, as well as onboard video and 
SCSI controllers. 

Depending on the exact models of these 
onboard components, it could very easily 
save both you and your customers several 
hundred dollars since these components don't 
have to be purchases separately. Some of the 
hoards we tested this month included buill-in 
sound and one even had an onboard dual 
Ultra-SCSI coniroller. Purchased on its own, 
that same SCSI controller can easily cost 
upwards of $350. The inieresling thing, how- 
ever, is that most of the motherboards we 
tested with such features cost roughly the 
same amount. Most power-hungry users 
aren't really interested in onboard video and 
sound, but give them the chance to have an 
onboard dual Ultra-SCSI system and they'll 
be all over it. 

When Intel announced the availability of 
the 440LX chipset, it wasn't long before the 
first LX boards were on the market. This was 
a long-awaited technology for the new 
Pentium II processors, which were available 
for a number of months before the LX 
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LEGEND *001 = Non-stop Innovation 
Motherboard Manufacturer 


P6I440LX/DP Legend IV 



On Board LAN 
10M/100M Port 


4 X DIMM up to 
512 MB SDAM or 
1GB EDO DPAM 


HAIDport 


NS I/O Chip 


Available for Intel 440LX chipset motherboard 



Legend I Legend II Legend III Legend V 
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LAB TEST 


chipset. The 440LX chipset contains two 
major improvements that were not found on 
the previous FX design, namely the new AGP 
slot as well as SDRAM support. As ftiras per- 
formance goes, ihe LX hoards tend to offer 
anywhere from five to 10 per cent increases 
over their predecessors. At the time of this 
writing, the 440BX chipset is already in the 
works, which will offer, among other things, 
support for a lOOMHz bus, which is current- 
ly limiied to only 66MHz on the FX and LX 
boards. 

Although the Intel says the LX chipset is 
designed to operate at 66MH/.. several of the 
boards we tested offer bus speeds of 75MHz. 
S3MHz and even lOOMHz, though don't be 
surprised if it doc.sn'l quite work as expected. 
When you get into bus speeds of lOOMHz. 
you're going to have to lixjk at buying some 
newer, faster SDRAM in the order of 7ns or 
even 5ns. That's not even getting into the 
extra strain placed upon your existing PCI 

It's also intere.sting to note that nearly all 
of the boards we tested provide support for 
both SIMM- and DlMM-siyle RAM. 
Depending on the system speed, some cus- 
tomers will appreciate not having to spend 
money on new .SDRAM when they can still 
use their current EDO modules. Once again, 
it should be made clear to your customers that 
when they deal with high system speeds such 
as those of Pentium II, they will want to have 
the fastest RAM possible, ideally 1 0ns 
SDRAM or even faster for the higher bus 
speeds, as mentioned above. 

A new trend developing lately is 10 
allow the user to check the current siatu.s of 
various aspects of the moUicAoard. Nearly 
all of the boards tested use the LM78 chip to 
measure things such as the current mother- 
board temperature, CPU temperature. CPU 
voltages and fan speeds. Some even give the 
user the option of configuring alarms in case 
a fan should stop working, or a temperature 
value gels loo high. These values cun either 
be obtained through the CMOS, or with soft- 
ware written specifically for this task, com- 
monly referred to as a LANdesk Manuger. 
Thi.s is a great idea that is long overdue, and 
should make a lot of techies very content. 

The Tests 

We asked vendors to send us their latest 
motherboards based on the 44()LX chipset for 
Pentium II. and 430TX for the Pentium 
boards. Some vendors sent us one of each, 
while others opted to send us just their new 
Pentium II boards. To ensure the most accu- 
rate results, our tests were conducted using 
one Quantum 2.1GB hard drive, one Matrox 


Millennium II card with 4MB of WRAM 
onboard, one 64MB DIMM module (10 ns) 
and a Pentium II 266MHz processor for the 
LX boards and a Pentium 233MHz processor 
for the TX boards. 

We tested the boards using three differ- 
ent benchmarking software: Sysinfo from 
Norton Utilities 3.0, Nbench 2.0 and BAPCo 
Sysmark32 vl.O. 

The popular Sysinfo program found in 
Ihe Norton Utilities suite is used to measure 
the 'overall system performance’ and is based 
mainly on the system’s cache and memory 
throughput. 

Nbench performs a number of tests to 
measure various parts of a sy.siem, though we 
focused primarily on its integer tests. The 
integer performance tests u.ses a heap sort 
algorithm that constantly re-sorts a series of 
ICMH) random numbers (integers). Because all 
1000 integers can fit into the LI cache of a 
CPU. it tests the processor speed under the 
best pos.sible conditions. The result is Ihe 
number of millions of operations performed 
in one second. 

BAPCo's Sysi'nark32 also coniain.s a 
number of tests that measure different aspects 
of a system. We used the spreadsheet segment 
of the program, which perfonn.s automated 
calculations on u number of spreadsheets 
containing several thousand cells. This test is 
very CPU intensive and low on disk access, 
making it an ideal test. Two numbers are 
reported — one that measures the number of 
seconds it look the computer to run the auto- 
mated scripts, and the second is a rating based 
on that number. 

In all of the benchmarks, the higher 
numbers represent better scores, except for 
the spreadsheet running time test in the 
Sysmark32 suite, which is measured in sec- 
onds. Here, the lower number represents the 
belter score. 

It was interesting to note that all of the 
boards performed quite well, and were within 
a few percentage points of each other. 
Overall, the fastest Pentium II boards were 
the ASUS P2L97-DS followed by the Aopen 
AX6L- The fastest Pentium board was the 
QDI Titanium IB, followed closely by ihe 
ASUS TX97. 
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Performance — Pentium II 

ASUSP2137DS 

Aopen AX6L 



Jan. 98 


Both of these boards offer excellent per- 
formance. support hardware monitoring, 
and have excellent manuals. The ASUS 
P2L97-DS is a dual CPU board that offers 
bus speeds of up to lOOMHz and has an 
onboard Adaptec AIC-7880P Ultra Wide 
controller, as well as Wukc-On-LAN 
support. 

The Aopen AX6L offers bus .speeds up to 
83MHz, and offers one additional ISA slot 
when compared to the ASUS board. 


Performance — Pentium 
QDI Tltaaium IB 
ASUS TX97 



Jan. 98 


The QDI Titanium IB managed to outper- 
form its competition, although the ASUS 
TX97 was a very close second. The QDI 
board offers several unique features, such 
as hardware monitoring, a bus speed of 
75MHz, and both AT and ATX power con- 
nectors. 

The ASUS TX97 does not offer bus speeds 
beyond 66MHz, although it does support 
hardware monitoring and has an excellent 
user manual. 


Overall Features 
QD! Legend IV 
Tyan Thunder 2 



The boards with Ihe most unique features 
are the QDI Legend IV and the Tyan 
Thunder 2. 

The QDI Legend IV features an onboard 
RAID port, and onboard lOOBase-T port 
for instant high-speed networking. 
Combine that with its SpeedEasy feature 
which allows you to set the system speed 
through the BIOS, and you’ve got yourself 
a clear winner. 

Tyan's latest offering is the Thunder 2. It 
offers an onboard dual Ultra-SCSI con- 
troller — every system admin’s dream, as 
well as an onboaid 0PL4 Yamaha sound 
system and Wake-On-LAN support. 


Slew Haliiiila and Tim Bingham-IVallis are 
Canadian Computer Wholesaler s Lab Test 
Editors. They can be reached at: 
(416) 535-8404. 
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Pentium Boards 


Chipset 

BIOS 

DIMM sockets 
SIMM sockets 
Maximum RAM supported 
Bus speeds supported IMHs) 
PCI slots 
ISA slots 

Power supply connector 
Manual quality 

Supports hardware monitoring 
Additional features 

Norton Sysinfo 3.0 
Nbench 

Integer speed (Mops/sec) 

BAPCo Spreadsheet 
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Rating 

Contact 

Manufacturer's Web Site 
Local Web Site 
Suggested Retail Price 
Street Price 
Reseller Price 



Power supply cor 
Manual quality 


Norton Sysinfo 3.0 
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Integer speed (Mops/sec) 

BAPCo Spreadsheet 
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Contact 

Manufacturer's Web Site 
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Suggested Retail Price 
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Pentium* Mainboard 

• High performance VIA Apollo VPX 
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Acer forms joint venture 
with Upson International 

Fulfilling the promise it 
made at the start of 1997, 
Aeer Computer Inter- 
national (ACl) has for- 
malized a joint venture 
with Upson Intemalionat 
Corp. — forming Acer 
Computer Philippines 
Inc- (ACPI). 


The joint venture, in which 40 percent is 
owned by ACI and 60 per cent i.s owned by 
Upson, demonstrates Acer's “Global Brand, 
Local Touch” corporate philo,sophy, says Stan 
Shih, chairman and CEO of The Acer Group, 
in a press briefing conducted in Manila. 

The amount invested by Acer was not 
disclosed. However, Shih said it is quite small 
compared to the US$500 million it is pouring 
into iu Subic Bay manufacturing facility. 

ACI. based and publicly listed in 
Singapore, is the marketing arm of The Acer 
Group, which is headquartered in Taipei. 
Taiwan. Acer has grown into a global compa- 
ny with revenues of USS5.9 billion in 1996, 
20 years after its founding by Shih. Upson, on 
the other hand, has been the exclusive distrib- 
utor of Acer computers in the Philippines 
since 1992 and has been cited for its role in 
making Acer the top PC brand in the 
Philippine market as attested by International 
Data Corp. reports in 1994, 1995 and 1996. 

Ricardo Lee, president of Upson 
International today assumes the post as chair- 
man and CEO of Acer Computer Philippines, 
Inc., while Upson’s former executive vice- 
pre.sident. Manuel Wong is president. 


Hitachi Ltd. announces 
NetPC-based computer 

Hitachi Ltd, has announced two new network 
computers based on Microsoft's NetPC sys- 
tem. The machines, which will be sold with 
supporting server software, are based on two 
of Hitachi's space-saving personal computers. 

The Flora 310 NeiPC features a 
l?3MHz Pentium processor with 32MB of 
memory and a built-in 12,1-inch Hi- 
Addressing STN LCD panel. The Flora 330 
NetPC is similar to the previous model but 
comes with no display. Both machines are 
equipped with a floppy disk drive and come 
with Microsoft’s Windows 95 and Client 
Manageinem Kit 1,5. 

Hitachi said a feature of the network 
computers is the ability to configure new 
machines within five minutes. It said that by 
reducing this time, from an average 30 min- 
utes for personal computers, the total cost of 
ownership was less than PCs. 

But while Hitachi may have reduced the 
total cost of ownership, (he cost of purchase 
remains almost equal to a personal compuler. 

Hitachi has no current plans to sell the 
machines outside of Japan. 




Thailand opens intellectual property court 

Thailand's Intellectual Property and International Trade Court is now 
officially in operation. It had been four-and-a-half years since the 
Justice Ministry proposed the establishment of the court to the cabinet 
on March 22. 1993, approved in principle May 4, 1993- 

As a ".special court," differing from civil or criminal cases, the IP 
and International Trade has been set up under the Intellectual Property 
and International Trade Law to Judge all cases involved with IP and 
international trade issues. 

Consideration of the cases will be undertaken by the Judges 
appointed by the Judicial officers, as well as co-Judges, who are IP and 
international trade experts, selected by the Judicial Committee, hold- 
ing their positioas for five-years. 

The Coun has the power to Judge both civil and criminal cases 
involving intellectual property and international trade. 


Malaysia getting tough on software piracy 

The Malaysian government is taking an increasingly proactive .stand in 
driving home the message that no company is safe from the long arm 
of the law if they continue to flout copyright law.s, .said Business 
Software Alliance. 

Z’lronic Computer Sdn Bhd, one of the lat^esi retailers of soft- 
ware and computer products in Penang, recently was fined after plead- 
ing guilty to infringing the copyright subsisting in several .software 
programs, including AutoCAD Release 12. Lotus 1-2-3 and Microsoft 
Windows Version 3-1. 

In a separate incident, the Enforcement Division of the Mini.siry 
of Trade and Consumer Affairs recently raided the premises of J. E. 
Consultants Sdn Bhd in Kuala Lumpur, the first such action taken 
against a mechanical and electrical engineering firm for suspected use 
of illegal software in that country. CTO 
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Epson. 

The #1 Choice 
In PC-POS Printers. 




Right Down The Line. 


No mailer whal your PC-POS system requirements 
are, Epson has a primer ihat will meet your neeiis. 

Wiih their advanced features, and the quality and 
reliability Epson is famous for. Epson's PC-POS printers 
are right for even the most sophisticated POS systems. 
And with Epson's open architecture products, your 


customers will realize significant savings now. and in 
the future when they need to add new functions. 

So make the right choice for your PC-POS system and 
make .sure it includes Epson printers and peripherals. 

To lind out more about Epson’s complete product line, 
call (4! 6) 498-99.‘5.S, 
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THE INDUSTRY 



The Oldest Secret: Service 

More competitive than ever, the computing market requires 
that resellers exceijn their relationships with customers. 



I gci lellcrs. Purti^ulariy 
puinl'iil urc plainlive his- 
tories from very unsatis- 
Hed PC end-users, 
de.scribing PCs that are 
'dead in the box,' endless 
wails for lech support, 
slow or no warraniy f'ul- 
rillmciu. and serious wastes of time from 
non-scrvicc-orientcd vendors a.s well as from 
non-functioning PCs. 

To be fair, some of these problems stem 
I'nsm the very nature of PC technology, 
which has often been fragile, complicated, 
hard to learn and maintain, and sometimes 
just huggy or unworkahle. As well, many 
end-users tu’e poorly trained, and eontrihute 
to their own problems. 

Nothing can excuse poor service, how- 
ever. As the 'yOs roll to a close, a lot of PC 
resellers are feeling the pinch of an increas- 
ingly mature, competitive market. Margins 
are often paper-thin. What used to be premi- 
um products are now commodities. 

How can a reseller keep existing cus- 
tomers, and attract new- ones? Increase mar- 
ket share? Maintain maigins? Up.sell cus- 
tomers on extra features and oplion.s. and 
continue to sell to the customer throughout 
the life of the system sold? Increasingly, the 
answer to all these questions comes back to 
a very old concept; know your customers, 
and love them to death. The competitive 
nature of business today doesn't mean that 
there is no margin to provide good service 
— rather, understanding and meeting the 
needs of customers is increasingly important 
to succeed in the information technology 


The Business Case For Quality 

There will always be a segment of the market 
that Is extraordinarily price-sensitive, where 
the no-frills. 'best buy' product will be able to 
find buyers. Especially in the mass market 
retail chains, the pressure on price is terribly 
|■|ca•e. and this lend.s to spread even to more 
upscale VARs and sy.stem integrators. 

However, the more a customer needs u 
reliable information system for their busi- 
ness, the more foolish it is to buy strictly on 
price. The best customers are those who have 
a professional, businesslike approach to buy- 
ing computing products and .services. They 
are realistic enough, and experienced enough, 
to know that hardware price is only a tiny part 
of the total cost of ownership of a computing 
system. They know that their business can be 
immobilized when their mission-critical com- 
puter system is down, and they arc sensible 
enough to prefer reliability and service, even 
at a somewhat higher price. 


In a recent hook, "Real Time. Preparing 
for the Age qf the Never Salisfieit Customer" 
by coiisullanl/guru Regis McKenna 
(McGraw-Hill Ryerson. LSBN: 0-87584-794-.?, 
$28.95), the author claims that "in the infor- 
mation age. all businesses will become ser- 
vice businesses." McKenna points to the suc- 
cesses, and more interestingly, the mistakes, 
of companies such as Intel. Wal-Mart, and 
Apple, and concludes that the 'Real-Time' 


business world of the computer age requires 
"constant, instantaneous communication with 
and respon.siveness to customers." This kind 
of real-time service can only be provided by 
organizations that have been deliberately cre- 
ated to sense, respond, and change to meet 

According to McKenna, computer tech- 
nology has become embedded in every aspect 
of business, and to succeed, vendors must use 
technology to conduct a continuous dialogue 
with customers. Methods of doing .so include 
Iruditionul marketing, advertising and mer- 
chandising techniques, but increasingly 
involve using the Web. intranets, customer 
databases, and techniques such as data marts. 
Once the province of only the largest firms, 
these techniques are now available to almost 
any size of business, as the cost and com- 
plexity of the technology decrease.s. New 
forms of maintaining contact with customers 
are offered by future developments such as 


inicraclivc TV and videoconferencing, 
according to McKenna. McKenna offers an 
optimistic view of the business potential of 
resellers creatively employing the same com- 
puter technologies that you sell. In the future, 
successful companies will employ technolo- 
gies that let customers serve themselves 
much of the lime, and which will allow the 
company to have a virtual 'presence' at their 
customer.s' locations all the time. McKenna is 



“How can a small to medium-sized reseller afford a customer 
management system? The solution is not to simply spend, 
but to spend wisely." 
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THE INDUSTRY 


nol jusi presenting a private opinion. Firms 
such its FedEx alirihute their success directly 
to a ‘People-First Philosophy.' which includes 
both employee and customer .satisfaction. 

The Harvard Business School Press 
published a recent book "Net Gain: 
Expanding Markets Thmiigh Virtual 
Coiiimunilies," which echoes many of 
McKenna's concepts. Net gain assumes that 
consumers arc getting more savvy abotit 
buying on-line, and arc becoming ever more 
demanding of quality and service. 

For larger firms such as Canadian 
multinational Bombardier. Windows NT ha.s 
already otTered a cost effective platform for 
total customer management software. 
Bombardier has chosen Onyx Software 
Corp.'s Customer Centre program 
which runs with 
Microsoft BackOffice, as a complete .solu- 
tion to promote effective marketing, sales 
and customer service. Onyx touts its 
Windows NT program as being designed for 
‘world-class, customer-focused companies' 
desiring to ‘improve marketing effective- 
ness. shorten sales cycles, improve cus- 
tomer service, and exceed customers' 
expectations by providing marketing, sales, 
service, and support teams with a single, 
comprehensive tool for managing, sharing, 
and viewing all customer information.' 
Customer management .software is typically 
designed to alUivv servers or mainframe 
databases to connect with the Internet, 
mobile computers, and even new mobile 
'smart' phones and hand held PCs and elec- 
tronic organizers. 

Bang For The Buck 

But. how can a small to medium-sized 
reseller afford a customer management sys- 
tem? The solution is not to simply spend, but 
to spend wisely. According to a study by 
Deloitte and Touche Oiiip./Ar'rw.dicg-ca. 
com), firms lacking in an understanding of 
how to use technology appropriately can 
spend up to 10 times more than firms that buy 
smart. The bottom line is that, to be success- 
ful, no vendor will be able to afford the option 
of either not spending on customer manage- 
ment. or spending on the wrong system. 

Secrets to success? They are remarkably 

• Keep it simple. Buy fewer, more proven cus- 
tomer management tools. 

• Buy off the shelf, rather than custom made, 

• Spend money on training, not disaster 
recovery tind lawsuits. 

• Don't automatically outsource: it's often 
more expensive than learning to do a core 
businc.ss task in-house, particularly when it 


involves direct contact with customers. 

• Finally, employing customer management 
technology is not a band-aid that can be 
pasted onto a fundamentally non-service 
oriented operation. In order to integrate 
electronic commerce, mobile aitd on-line 
salesforce automation, and service and sup- 
port. the entire organization must be 
brought into The new age. 

Where To Get Necessary 
Customer Information 

There are a variety of new products that 
offer sources of information on actual and 
potential customers. One of the major 
advantages of big companies with large IT 
departments is that they arc leveraging their 
networked server and mainframe technolo- 
gy. which was once mainly u.sed for transac- 
tion, billing and inventory tasks, to accumu- 
late informution on their customers, through 


data warehouses, data mart and data mining 
systems. This mass of customer data is used 
with increasing effectiveness for 'loyalty 
management,' focused marketing, advertis- 
ing, direct sales, warranty fulfillment and 
technical support. 

Decisive Technology lhtip:/Avww. 
decisive.com. or l-800-987-999.‘>) offers a 
free trial copy of its Decisive Survey program 
to help with gadicring and analyzing cus- 
tomer information. 

Environmental Systems Research 
Institute (E.SRI. Iutp:/Av\v\v.esn.crmi. (909) 
307-3051) has recently announced its Arc View 
Business Analyst, a software system for ana- 
lyzing markets, site prospecting, customer pro- 
filing. lime analysis and report generation, tw 

Jeff E\'ans is Associate Editor of Camidiun 
Computer Wholesaler. He can he reached at 
jeff@ Upon. com. 
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MARKETING 


Building Customer 
Relationships 

A romance is more than sweet talk. Remember the 
key principles of making and keeping good working 
relationships as you interact with your potential clients. 

by Monfa Kerr 




“Be consistent in your 
messaging — you don't 
want your intended to think 
you're fickle.’’ 


's down [o that funda- 


Whal you are about to 
read should nut come as u 
great shock. If you're still 
in business, you probably 
recognize this truth of all 
truths: the customer is at 
the core of all marketing 
programs. 

ic people do get too caught up in 
the process of marketing and forget the ulti- 
mate goal. The fact is. you can send out 
dozens of brochures, or create the be.st-look- 
ing point-of-sale 
materials. or 
advertise as much 
as you want, but if 
it’s not all focu.sed 
on the customer, it 
won't do any 
good. Your suc- 
cess or failure all c 
mental relationship. 

It's not as simple as it sounds. Think of 
a customer relationship as a marriage. It 
begins with a courtship, as you try to find out 
if you belong together. Bit by bit you discov- 
er what you cun offer each other, and then 
decide if you should make a commitment. 
Long before the vows are made, there is a 
series of steps that lead to the altar — or to 
the closing of the deal. 

There are three main stages you have to 
go through to forge a strong relationship: 

• Meeting the potential male. As the old say- 
ing goes, you never get a second chance to 
make a first impression. Perceptions formed 
in the early stages of the relationship ure dif- 
ficult to change. So begin by making sure you 
know whui you wani the customer to think of 
you — develop a set of goals and a marked ng 
plan thal ties in closely with your business 
plan. Make sure all the marketing materials 
you develop are geared toward achieving ihai 


goal. Be consistent in your messaging — you 
don't want your intended to think you're fick- 
le. Most of this work must be done before you 
even meet your customer. Planning and 
preparation will make you ready for the day 
when the customer walks through your doors, 
or makes that phone call to your number. The 
plan, followed up with high-calibre materials, 
will give you what you need to attract your 
customer in the first place. 

• Getting asked to the dance. Most likely you 
won't be the only reseller the customer is 
onsidering. It’ 


• Keep the romance alive. Congratulations! 
You and your customer have signed on ihe 
dotted line — you’ve made the sale and the 
agreement has been scaled. Don’t let it end 
there. You can't stop wooing your cus- 
tomer, any more than you can stop romanc- 
ing your spouse after the wedding. If you 
want to maintain a relationship — and, 
after all, a repeat customer is the best kind 
— you have to work at it. First of all. do 
what you said you’d do — meet every sin- 
gle one of the terms of your deal. Then, 
when the project is finished, keep track of 
your customer. 

Stay in touch. Send out regular notices 
of special promotions. Let your customer 
know when the software you installed is 
being upgraded by the vendor. Send a greet- 
ing card during the holiday season, just to 
say thank you. Find your own personal ways 
of keeping the customer happy, and remind- 
ing him or her of the exceptional services 
you offer. 

Like a romance, building customer rela- 
tionships takes time and effort. But it is one 
of the most important things you cun do. So 
make sure your upfront information is inter- 
esting and focused: 

’Like a romance, “"Ltr 
building customer relationships ^sks and 

provide the best 
possible product: 
and finally, light a 
few candles and pour some wine every now 
and then (metaphorically speaking, of 
course), to keep the magic alive, il* 


competitive world 
out there, and even 
after you have 
attracted the atten- 
tion of a potential 
customer, there’s 
no guarantee that 
you are going to make a sale. 

At this point, you have to prove thal you 
have what it takes to go the distance. Here’s 
where you let the customer look beyond Ihe 
fa?ade and see what you really have to offer. 
Do their needs match what you're selling? 
Can you tailor your solution to meet Ihe 
requirements? One 
of the primary ele- 
ments that comes 
into play here is 
your ability to lis- 
ten. It's important 
to really hear what 

the customer is telling you. Be prepared to be 
flexible and willing to uy something new — 
sometimes Ihe .solution isn't obvious. That’s 
why you’re in business. Find an answer that 
will work for both of you. One other ihing to 
keep in mind: "sell” yourself and make com- 
mitments — but never, ever make a promise 
unless you know you can keep it. You don’t 
want to get a bad reputation, after ail. 


takes time and effort.’ 


Monfa Ken is n senior con.Miltaiil iviih High 
Road Communicalions. a piihiic reUuUms 
agency for high-lech companies. She I'.t based 
in High Road's Toronto office and can he 
reached at mkerr®higbrd.com. 
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TECHNOLOGY 


PC98 — Where Are We Going? 

by Alan Zi.muin 


Once, IBM innovated 
and everyone else copied. 

Bui Ihose times are 
long gone. Now, in the 
chaos that’s the comput- 
ing industry; everybody's 
got a plan, but nobody 
knows where we’re all 
going. There seems to be a lack of what IBM 
chairman und CEO Lou Gerstner referred to 
as "that vision thing," 

While no longer simply 'IBM-clones,’ 
the vast majority of computers sold today run 
one or another version of Microsoft Windows 
on .some kind of Intel (or clone) CPU. As a 
result. Microsoft and Intel, who together are 
sometimes referred to by industry pundits as 
’WinTel' have provided the closest thing to a 
platform as we’re going to find. So it should 
not be much ofa surprLse that they’ve stepped 
into the power vacuum to try and provide a 

For the past couple of years, they’ve 
published specifications detailing what they 
expect of the next year's PCs. Together, last 
October, the two companies collaborated on a 
set of PC Design Guidelines, with an aim to 
help the industry "move in sync," a.s Intel’s 
director of platform marketing, Dan Russell 
pul it. in a recent InfoWoiid article. 

While Intel does not issue logos to man- 
ufacturers who meet the specifications (and 
Russell noted that there are "No Intel 
police"), Microsoft continues to have a logo 
program for hardware and software designed 
to work with Windows. This will be used to 
help move product development in the direc- 
tions set out in the PC98 guidelines. 

A PC98 machine (which for the first 
time includes notebooks a.s well as desktops) 
will feature at a minimum: 

• a 200MHz MMX Pentium or compatible 
processor (desktops), 166MHz (note- 
books); 

• 32MB of RAM (desktops), 24 megs (note- 
books); 

■ 256KB of cache RAM; 

• Universal Serial Bus (USB). IEEE 1394 
(Firewire), or PC-Card ports, with hot- 
swapping capabilities. Notebooks require 
USB. 32-bit CardBu.s, and Infrared ports, 
with IEEE 1 394 on a docking station; 
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• USB and IEEE 1394 device bays; and. 

■ Year 2000 and beyond BIOS-level support. 

Notebooks will need to support 
Advanced Configuration Power Interface 
(ACPI), for power management that can be 
better controlled by future operating systems 
— specillcally Windows 98 and NT 5.0. 
Current Advanced Power Management 
(APM) needs to be set at the system BIOS 
level, permitting only minimal configuration 
by the operating system. 

The specifications recommend changes 
to speed up boot time, for example, an end to 
the power-on video memory test, and a mini- 
mized memory test, meant just to establish 
the size of the system memory. TesLs of paral- 
lel and serial ports, and floppy and hard drive 
tests at boot-up would also be eliminated, as 
part of a move towards eventually making 
PCs instant-on like a TV or stereo — what 
Microsoft has referred to as OnNow support. 

Machines designated as workstations 
have additional requirements, such as a mini- 
mum of 4MB of video RAM, and a separate 
L2 cache for each CPU in multi-processor 
systems. These machines should al.so support 
ECC memory and 64-bit physical memory 
addressing. Mini-notebooks are also men- 
tioned. as needing at least 16MB RAM, a 
Pentium 133 MMX CPU. and at least 640 by 
480 video. 

Perhaps more consequential is the move 
to eliminate the venerable ISA bus. This 16- 
bit expansion slot standard was first used on 
I984’s IBM AT. and has survived attempts to 
replace it with IBM's MicroChannel, EISA, 
and VLB-Local Bus. Those alternatives arc 
mostly memories, but the ISA bus continues 
on today’s machines, along with PCI slots. 
The continued survival of legacy ISA compo- 
nents however, is the biggest reason that Plug 
and Play on today’s machines so often more 
resembles Plug and Pray. 

Still, Microsoft and Intel don’t think that 
manufacturers are quite ready yet to bite the 
bullet and completely eliminate the ISA bus. 
As a result, inclusion of the ISA bus is an 
option for 1998, but it’s widely expected that 
support for this classic but outdated piece of 
technology will be removed from the PC99 
specs. It’s hoped that by then, higher perfor- 
mance USB und Firewire peripherals will be 
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common, and that ISA devices will no longer 
be needed or wanted in new systems. 

As part of the move to USB and 
Firewire, expect to see external device bays, 
so that devices that now are typically added 
only by removing the PC’s case and fiddling 
inside, will simply be plugged into an exter- 
nal bay. Compaq .showed off such a system at 
November’s Comdex, with two bays in the 
front of the PC's case, which allowed fast and 
easy installation of DVD, CD-ROM, hard 
drives and more. 

Operating system-wide support for these 
proposed changes can be expected next year 
with the release of Windows 98 and NT 5.0. 
In the meantime. Windows 95B SR2.I 
includes USB support, with device drivers 
being written by peripheral manufacturers. 

Six months after Intel introduced the 
Pentium-ll, redesigning motherboards in the 
process, there's increasing evidence that the 
Pentium II’s Slot-1 may not provide much of 
a performance increase over earlier system 
designs. Customers are noticing that higher- 
priced P-II systems seem to providing only a 
small performance gain over more affordable 
Pentium or clone Windows 95 systems. 
Similarly, impartial tests found a minimal 
five per cent performance increase comparing 
top of the line 3(X)MHz Pentium II systems to 
less expensive 266MHz sy.stems. 

The result, for Intel, has been lower than 
expected sales of Pentium Us, followed by 
price cuts. (Note; 233MHz and 266MHz 
Pentium IIs currently offer a good price/per- 
formance ratio). Intel’s response is to ‘just 
wait for Slot 2’ — the next generation where, 
presumably it will be done right. Slot 2. how- 
ever. will be initially limited to workstations 
and servers. In addition, it’s expected that in 
1 998, Intel will be phasing out current Socket 
7 MMX Pentium CPUs in favor of a new 
Pentium 11 design lacking the current model's 
L2 cache RAM on the card. The result will be 
sold at a lower price, hut offering lower per- 
formance. On the high end. expect to sec 
4{)0MHz Pentium II models sometime around 
February. CW 

Alan Zisman is a conipiiler journalisi and 
teacher, living in Vancouver. He can he 
reached at azismani^mgers.wive.ca. 
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BUSINESS BASICS 


Should You Buy Or Lease 
Your Business Vehicle? 



by Douglas Gray 

At this time of year, 
many resellers consider 
getting a new vehicle for 
ihcir businesses. The 
mo.st common question 
asked is; “Is it more 
advantageous to lease or 
to buy a vehicle?” 
Revenue Canada has considered each 
option and has established rules to ensure that 
one option has little if 
any benefit over the 
other. The decision is 
therefore based on your 
situation and needs and 
cash flow circumstances. 

Whatever decision you make, make sure you 
thoroughly comparison shop and sleep on it 
bel'ore you make any final decision, sign doc- 
uments and take the car away. You want to 
make a decision based on sound logic and not 
emotion or sales pitch by the car company. 
Compare the cost of each approach over the 
term you expect to own the vehicle. 

The lease contract sets out the contractu- 
al nature of the deal- Any representations that 
the sales rep makes to you that are not con- 
tained in the lease contract, you can't rely on. 
So make .sure that any statements made to 
you to induce you to lease the vehicle arc 
written into the contract. 

Advantages And 
Disadvantages Of Buying 

Advantages: 

• You own the vehicle and therefore do not 
have any restrictions on use. 

• You are building up potential equity in the 
vehicle, for example, the value of the vehicle 
less the debt you have paid off. 

• You can use the vehicle as security to bor- 
row money. 

• You can sell the vehicle and you keep the 
money, after tiny loans or paid off. 

If you are using the car as a business vehicle, 
there are additional benefits: 

• Depreciation is deductible. For cars, it is 30 
per cent a year on the declining balance. 
However, only a maximum of $25,000 (plus 
taxes) is accepted as the capital cost of the 
vehicle, no matter how much more you pay. 


• Interest on money that you borrow for the 
car purchase is deductible, however, there is a 
maximum of S300 a month, no matter how 
much more than that you pay. 

Disadvantages: 

If you are using the car as a business vehicle: 
■ You cannot deduct the full cost immediately. 
Only the first S25.CXX) plus taxes may be cap- 
italized and depreciated for tax purposes, and 
the car you want or need might cost 
; than that. 

• Only a maximum of $300/month for 
interest is accepted by Revenue Canada. 
You pay your own repairs and mainte- 
nance expenses. 

• Time and effort is required to sell the vehicle. 

The Advantages And 
Disadvantages Of Leasing 

Advantages: 

• You can change to a new vehicle relatively 
easily- 

• There are more consistent and predictable 
ca.sh flow requirements. 

• If you are using the car as a business vehicle: 
It frees up cash flow as monthly payments are 
generally less than loan payments when 
financing the purchase of u car. 

• Lease payments are deductible, subject to 
limits set out by the Income Tax Act. At pre- 
sent, it is $650/month- 


• You don’t own the vehicle. 

■ You are not building up equity in the vehicle. 
You are basically renting the vehicle for a 
certain lime period. 

• There could be restrictions on your use of 
the vehicle, for example, outside the 
province or country. 

• Lease costs are slightly higher than purchase 


■ Leasing expenses can be subject to 
Costs could include financing, administration 
and other fees. 

• You are responsible for maintaining the 
vehicle, according to the maintenance sched- 
ule set out by the leasing company. This 
could cost you more money than if you had 
the freedom to do what you wanted, where 


and when you wanted, as in a buy situation. 

• There are many restrictions and limitations 
set out in the lease, that affect your use and 
enjoyment of the vehicle, 

■ You could be paying more money for greater 
mileage use, wear and tear and guarantee of 
residual value at the end of the use, or penal- 
ties if you want to terminate the lease early. 

• If you are using the car for business purposes: 
Depreciation is not deductible on operating 

For further information, you can pick up 
a free consumer booklet on vehicle leasing 
published by the Canadian Automobile 
Dealers Association and others. It is called: 
“Turning The Lights On Leasing. " You can 
also purchase a Canadian buy versus lease 
software program that customizes the pros 
and cons in specific situations. One such pro- 



gram is called; "The Car Calculator," pub- 
lished by Orangesoft. (1-800-647-8693 or 
htli)://ww>s: carcalcutator.com). 

Also check with your provincial con- 
sumer services department for brochures and 
any legislative lease protections for con- 
sumers that might be available. Finally, speak 
to your professional accountant about the lax 
implicaiions in your specific situation. Ch'i 

Douglas Cray. LL.B. has had extensive expe- 
rience as a lawyer specializing in small busi- 
ness. He is also a speaker and aulhor of J5 
best-selling business books, as well as 
investment software program. His books 
include Home Inc.: The Canadian Home- 
Based Business Guide. The Complete 
Canadian Small Business Guide (both by 
McGraw-Hill Ryerson) and Start and Run a 
Profitable Consulting Business and 
Marketing Your Product (both by Self- 
Counset Press). 


54 CANADIAN COMPUTER WHOLESALER January 1998 hra.//vwwccwmas.com 




Clearly Your Ultimate Choice 



CALSBY COMPUTER PRODUCTS INC. 


Email: webmaster@cal$by.ca 
Website: http://www.calsby.ca 


Head Office 


Quebec Office 


Vancouver Office 


70 East Beaver Creek Rd. 
Unit 41-42, Richmond Hill 
ON L4B3B2 

Phone; 905-731-3861 
Fax; 905-731-3862 


3561 Ashby 
Ville St-Laurent 
PQ H4R2K3 

Phone; 514-332-4334 
Fax: 514-332-2182 


#5 - 20349, 88th Avenue 
Langley 
BC V1M2K5 

Phone: 604-513-9886 
Fax: 604-513-9887 
Toll Free: 1-888-686-3232 


All trademarks and registered trademarks belong to their respective companies. 



THE PUNDIT 


No simple cure for slowing sales 


by Craeme Bennett 

At a recent meeting of tlic 
Western Canada Com- 
puter Distributor Society, 
I asked some attendees 
how their sales were, 
compared to last year. The 
general consensus was 
gloomy — sale.s were 
down about lOpercenton 
average, reported more than one distributor. 

Those inclined toward gloomy predic- 
tions are now wondering whether this is the 
long-feared stall of the computer market 
dynamo that has gathered momentum nearly 
unabated over the last four years. However, 
there are signs to the contrary, too. Market 
researcher Dalaquest, in a Dec. 1997 report, 
predicts that sales of persona! computers will 
grow 10 per cent in the coming months as a 
result of the downward price pressure that now 
finds sales of inexpensive personal computers 
opening the market to more new users than 
ever before. Indeed, as manufacturers push 
toward the US$800 price-point for an entry- 
level system, the presumed priee advantage of 
network computers is in considerable doubt. 

Also. Statistics Canada recently found 
that Internet use doubled in Canada in the 
period from 1996 to 1997. At this point, says 
SiatsCan. over 25 per cent of the population 
is on-line. Some industry onlookers see this 
as an important factor that will determine the 
next period of economic growth. 

In a compelling essay entitled “FewtUnii 
on the dam Peach" (a metaphorical refer- 
ence to James and the Giant Peach, a chil- 
dren’.s book by Roald Dahl), George Gilder 
states that: "In every industrial transforma- 
tion. businesses prosper by using the defining 
abundance of iheir era to alleviate the defin- 
ing scarcity.” Gilder defines the modern con- 
sumers’ free lime as the irreducible scarcity. 

For all this abusive waste of the most 
precious resource, says Gilder, the remedy is 
the 'Net. Businesses must use its defining 
abundance — MIPS, bits and gigahertz — to 
redress the residual scarcity of lime. In prac- 
tical terms, this is the promise of the Iniemel 
— a new global economy based on band- 
width abundance. For more details and an 
index of communications-related articles by 
George Gilder, visit http.'/M'ww.seas.iipenn. 
edii/~najl/gginde.\.html. 
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Naturally, there is no simple cure-all that 
will jumpslari slow sales. However, there are 
a number of important developments that are 
poised to define how the next generaiion of 
technology buyers will purcha.se and use iheir 
products. Most obviou.sly. the transition now 
underway to the Pentium II. and LX mother- 
board architecture (and its successors) will 
define the bulk of new system purchases in 
the near term. Because the software that dri- 
ves the advantage isn't yet is place, only the 
early adopters are already on board, but the 
mass market is only about six months behind. 


Indeed, the notion of "looking six 
months in the future" is a useful exercise for 
those who must maintain a practical sense of 
marketability for their products and services. 
It's no good to be too far ahead of the curve, 
nor too far behind. Ct* 

Craeme Bennett is the Senior Editor of The 
Computer Paper and a former campiilcr retail- 
er. He can he reached at graeme@lcp.ca. He 
will deliver a .ve.v.fiVjii at Comdex/PacRim this 
month entitled A Windows Roadmap for the 
Enterprise: 9/1. NT and Beyond. 


Hera an the troiiils llial wiH In livolil to dit^ 
ovar IlN naxt twalve mantiK: 

Qi 

Early adopters will embrace LX motherboards, in preparation for Windows 98 and/or NT 
5.0. Sales of Pentium II systems using the new moiherboard.s and system components such 
as Ultra IDE drives. SDRAM and AGP graphics cards will improve as Q2 approaches. 

As the 56K modem standard is ratified, sales of these products will reigniie. hut 
expect dilution from cable modems and SDL services. 

Q2 

Optimists that we are, we expect the release of Windows 98 around the middle of the year, 
despite the U.S. Department of Justice’s Dec. '97 injunction disallowing Microsoft from 
forcing manufacturers to bundle its Internet browser as part of their license of Windows 95 
or its successors. Our interpretation of the wording of the injunction sugge.sls that it is 
worded in such a way that Microsoft is almost certain to be able to win an appeal or at least 
work around the vaguely phrased requirements of compliance. 

With or without Inlemei Explorer integration functions activated by default Windows 
98's feature set is likely to make it a big seller. We’ve been tesling the Nov. 21 pre-release 
version (beta 3) of Windows 98 here at CCW. and it’s shaping up very nicely, with com- 
pelling featur&s that range from automatic Windows updates via the Internet to its suxtng TW 
integration and integral support for scanners from Hewlett-Packard, Umax and other manu- 
facturers. Some features, such as ACPI and USB. are certain to encourage new system pur- 
chases as NT 5.0 begins to emerge in near-final form. ACPI power management funciioas, 
for example, require systems based on LX motherboards or their successors and, as many 
vendors are keenly aware, such motherboards require all-new cases and present a strong 
inducement for the user to inve.st in all-new Synchronous Dynamic RAM. as well. Other fea- 
tures like DVD. Firewire and TV support, are likely to result in strong sales of the support- 
ing multimedia hardware such as video cards offering hardware support of 3D acceleration 
via Direct3Dand sound cards capable of delivering hardware support for DirectSound APIs. 
Q3 and Q4 

The market for DVD — especially the recordable and rewriteable varieties that hold so 
much promise in the computer industry — must settle down from the chaotic state it is cur- 
rently in. if PC-based DVD sales are to lake off. For the record. I’m belting on the 
Sony/Philips-endorsed DVD+RW standard. 

To help you make sense of current market conditions, I have a page of info on such 
volatile technologies such as DVD and PCS posted at hitp://icp.ca/g.sb/nti/. 

The lesson in all of this is to be aware of the technologies that will drive the decisions 
that your cu.stomers will be facing during the coming months. 
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BOOK REVIEW 


Book Helps Prepare 
For Microsoft Certification 


hy Stephen Ibaraki 


Title: MCSE Training Guide. Windows 95 

Authors: Michael Wolfe, Rob Tidrow, Joe Casad 

Publisher: New Riders 

ISBN: 1-56205-746-4 

Content: 766 pages with enclosed CD-ROM 

Level: Intermediate to advanced 

Cost: $84.95 

Description: One of a series of titles from New Riders 
providing Microsoft-approved, comprehensive training for 
Microsoft Certified Systems Engineer (MCSE) exams. 

Rating: A — Recommended for network consultants 
and resellers. 

There is a severe shortage of Microsoft Certified Profes.sionals 
(MCPs), so certification is a hot ticket today. In the second annual 
MCP Magazine survey, it was reported that the average MCSE earns 
US$70,700. That is a powerful incentive for you and your customers 
to become industry-certified. 

So, the question arises, which is the best route to take? Currently, 
there are three major choices: use an approved self-study guide, work 
through computer-based courseware, or take a Microsoft-certified 
course. Each has their advantages, but one gaining favor is self-study 
due to the low cost. This trend clearly shows in the recent MCP survey 
— 91 per cent are using books as a preparation method with 98 per 
cent indicating some sort of self-study as a preparation method. 

Which books would you choose for yourself or your custotners? 
What should you look for? The answers are surprisingly simple. 
Choose a Microsoft-approved guide, written by experienced experts 
who have proven writing ability. Within the guide itself, look for plen- 
ty of practice questions, and additional background material outside of 
the topic urea plus exam simulations. In addition, look for limesaving 
tips, and real-world examples. 

New Riders MCSE Training Guide Windows 95, is an excellent 
network consultants' handbook/reference and tutorial. However, it 
doesn't stop there. It is also a superb study guide for Microsoft's 
"Implementing and Supporting Windows 95" MCSE exam. Microsoft 
exams lest specific objectives that your customers can find on 
Microsoft is web-site. Here lies a challenge. The exams also include 
material outside the objectives to test the general background of the 
candidate. This book meets the challenge by including a considerable 
amount of additional material that will prove useful in the real world. 

The authors bring plenty of experience to the book. Rob Tidrow 
has written more than 20 books including seven on Windows 95. Joe 
Ca.sad is former managing editor of Network Administrator Magazine. 
Michael Wolfe works for Chevron and holds both a Novell Master CNE 
and Microsoft MCSE. This experience is evident in the clear writing, 
and thorough coverage. The book contains extensive tips and explana- 
tory notes that are very useful to novice and expert network consultants. 

What sets this bcxik apart from others'? There is a handy five-page 
pullout listing all the exam objectives and their location in the book. 
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Each chapter begins with test questions j 
to help your customers determine the / 
amount of study lime they should i 
spend. For example. Chapter One j 
Planning and Instaiiation. contains 
10 exercises and 50 review questions. 

The CD is particularly useful with TestPrep — 

New Riders test engine that emulates the actual test, an elec- 
tronic flash card system to help in the study process, an electronic ver- 
sion of the book and samples of major commercial test-prep engines. 
To protect your customers against rapid changes, the Web addresses 
point to the latest exam objectives and certification requirements. 

After finishing the book, your customers will understand how to 
configure and install Windows 95 client services in a NetWare envi- 
ronment, know the limitations of network client services, how to 
migrate from other operating systems, and perform Registry trou- 
bleshooting. They will feel comfortable with the Desktop, Taskbar, 
Start menu, configuring properly sheei.s. designing and implementing 
profiles. In addition, they will know how to manage disk resources 
using system tools, configure and install drivers, resolve GPFs, and uti- 
lize the Device Manager to configure Plug and Play components. 

The book delves into the subject matter with twelve chapters and 
four appendices. The topics include; 

• Planning and Installation, 

• Architecture and Memory, 

• Customizing and Configuring Windows 95, 

• Editing User and System Profiles. 

• Networking and Interoperability, 

• Managing Disk Resources and Utilities. 

• Managing Printers. 

■ Running Applications, 

• Mobile Services. 

• Microsoft Exchange. 

• Plug and Play, 

• Troubleshooting, 

• Appendix A: Overview of the Certificadon Process, 

■ Appendix B: Study Tips, 

■ Appendix C: What's on the CD-ROM, and 

■ Appendix D; All About TestPrep. 

in summary, the book is an all-in-one, Microsoft-approved study 
tool that would be useful to your customers for exam preparation and 
as a real-world operating system reference. There are numerous reai- 
world examples, and tips for working with Windows 95. I highly rec- 
ommend this one-of-a-kind resource for all VARs. network adminis- 
trators. installers, consultants, or students of networking. For those 
interested in Windows NT, I recommend New Riders. MCSE Training 
Guide. Windows NT Server 4. ISBN 1-56205-768-5, II" 

Stephen iharaki. iSP. is a iecriirer, writer, advisor and co-convenor far 
the BADM Computing Program at Capilano College, which has won 
a number of international, national and provincial awards. He is 
Novell NEAP and Microsoft AATP-cenified and can he reached at 
siliaraki@capcollege.hc.ca. 



NEW PRODUCTS 
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Microsoft delivers Internet fina 

(NB) — Microsoft Corp. has announced 
Microsoft Internet Finance Server Toolkit 
(MIFST) for banks and financial institutions. 
The new toolkit provides companies with the 
necessary lechnologic.s operating behind Web 
features customers normally see and navi- 
gate. 

While visiting a Web site of a bank, bro- 
kerage house or other financial institution, 
customers see a graphical interface and envi- 
ronment; they do not see MIFST. The 
US$9,999 product is a platform upon which a 
bank huilds a navigable Web site. "MIFST is 
a platform and toolkit which allows a com- 

CanTax adds CD-ROM tax tutor 


iclal technology kit 

pany to have a simple package for proees.sing 
bill paying, checking account transactions, 
transfers of funds and other bunking and bro- 
kerage data," said a Microsoft spokesperson. 

Different elements of MIFST address 
data integrity and scalability concerns associ- 
ated with building an on-line financial .ser- 
vices site. The product requires Windows NT 
Server 4.0 and Microsoft SQL Server 6.5 and 
interoperates with all elements of the 
Microsoft BackOffice platform. 

Security is backed by support for 128- 
bit encryption. 

See luip://\fnM-.micmsofuoni. 

based multimedia 


Sharp adds keyboardless 
Pen E-mall device 

Sharp has introduced a pen-based handheld 
E-mail/organizer device with a suggested list 
of US$299. The new Sharp SE-500 is opti- 
mized to keep mobile professionals up to dale 
with current E-mail and contact manager or 
Personal Information Management (PIM) 
data. E-mail and some PIM synchronization 
software is included with the base unit. 
Option selection and text entry i.s done with a 
stylus or user's finger touch, and an on-screen 
keyboard. 

The SE-5(X> has an integral 14.4 Kbps 
modem, an IrDA port for printing and file 
transfer, and a 240 by 159 back-lit screen. The 
SE-500 also comes with its own docking sta- 
tion. See hlip://www.sharp-usa.com. 

Seagate ships Crystal Info 6 

(NB) — Seagate Software, a unit of Seagate 
Technology Inc,, has announced that its 
Crystal Info 6 business intelligence software 
is now shipping, 

Crystai Info 6, formerly known by the 
code name Black Widow, incorporates hybrid 
on-line analytical processing (OLAP) and 
Channel Push technology. Matt Dion. Seagate 
Software's product strategist, said in a tele- 
conference with reporters that Crystal Info is 
the first business intelligence product to pro- 
vide both relational OLAP and multidimen- 
sional OLAP capabilities — a combination 
that research firm Gartner Group Inc. has 
dubbed Hybrid OLAP (HOLAP). 

(Speedware Corp. of Toronto, has 
launched Mcdia/MR. another HOLAP 
product.) 

A key new capability in Crystal Info 6 is 
its support of push technology, including 
standards being pushed by both Microsoft 
Corp. and Netscape Communications Corp., 
to make business intelligence information 
available via the Web or an intranet. 

Seagate Crystal Info 6 starts at US$299 
per client licence. Reporting and query capa- 
bility comes in an add-in module that costs 
another US$199 per user. Another module 
contains the OLAPcapabiliiy, for US$549 per 
user. See hlip://mm.seagaleso/hvaiv.com. 


Calgary’s CanTlix and the Jacks Institute, of 
Winnipeg, have launched an interactive, mul- 
timedia version of 
The Canadian Tax 
Tutor on CD-ROM. 
which features the 
tax trainer Evelyn 

II combines 
tax training and tax 
planning, and Garry 
Kulinski, chief 
operating officer of 
CanTax, says the 
company is looking 
to expand both the 
selling season and 
the tux planning 


season, with this product. "By taking a num- 
ber of simple tax planning steps during the 
year, you can see a sig- 
nificant effect on yuur 

Suggested retail 
price for The Canadian 
Tax Tutor is $49.95, and 
that price includes the 
final filing version of 
CanTax 98. 

Among its cus- 
tomer base. CanTax 
numbers about 7.500 tax 
preparation services and 
more than 40.000 indi- 
vidual taxpayers. See 
hllp://www.canlax.com. 


NEC debuts full-keyboard MobilPro 700 handheld CE system 


In announcing a new, second-generation 
Windows CE device with greatly enhanced 
functionality over its first offerings on the CE 
platform. NEC is answering user demands for 
improved handheld PCs using the Microsoft 
CE operating sy.stem. The MobilePro 700 
offers the first true ‘touch-typing’ keyboard in 
a handheld CE device, according to NEC 
Computer Systems Division. With a weight 
of under 1.5 pounds, the MobilePro CE is 
much more productive for data entry, featur- 
ing a 7.3-inch back-lit touch-screen, a 
33.6Kbps internal modem, an IrDA port for 
easy file transfer, color VGA output for busi- 
ness presentations, voice recording capability, 
and a compact fiosh memory and Type II PC 
Card (PCMCIA) slot for easy upgrading. The 
MobilePro offers up to 25 hours of battery life 
on two AA alkaline batteries, and is opti- 
mized for Windows CE 2.0. 

According to Gordon Neff, manager of 
system products for NEC CSD Canada: "Our 
customer research has demonstrated that 
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mobile professionals most often require 
Internet and E-mail access, word processing 
and PowerPoint functionality while away 
from their desks. The added functionality and 
features of the MobilePro 700 bring out the 
best in Windows CE 2.0. This combination 
delivers true mobility, unlike anything else in 
(he market." 

Software includes MicroBurst Virtual 
Courier, for mobile cc:Mail or M.S mail users. 
Symantec PCAnywhere. for remote access 
and synchronization. Puma IniellLsync. for 
Personal Information Manager (PIM) syn- 
chronization. bSquare bFAX Professional, for 
mobile faxing. CIC QuickNotes. an electron- 
ic handwriting notepad, and Compu.Serve 
SpryNet. for accessing CompuServe via the 
MobilePro. 

NEC says it is working on delivering a 
color screen version. 

The MobilePro 700 is available now. 
for a street price of about $999. See 
IUIp:/M'ww.necnoy\'.com. 
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NEW PRODUCTS 


Brother adds MFC-7000FC 

Broiher Iniemational has just released ihe 
MFC-7000FC multifunction device, a prod- 
uct that bundles color scanning, printing, and 
copying, faxing, color faxing, message centre, 
and video capture and print. The MFC- 
7000FC is aimed at Ihe SOHO market, where 
an all-in-one peripheral is needed for con- 
sumer, education or business imaging, com- 
municaiions and priming. 

The MFC-7(XX)FC scans al up to 1,200 
by 1.200 dpi (with inieipolation). in either 24- 
bit (16.7 million color palette) true color or 
eight-bit {2S6 shade) greyscale. It can make 
copies at reductions of up to 50 per cent, or 
enlargements up to 2(X) per cent, and print in 
color or black and while al up to 720 by 720 
dpi resolution. The plain paper fax feature 
operates at up to 14.4Kbps. and lias advanced 
features such as fax/ielephone switch. Caller 
ID, distinctive ring detection, and simultane- 
ous faxing/priming capability. 

The integrated Message Centre can store 
up to 50 minutes of digital message.s in its 
mailbox, with full duplex speaker-phone 
option, fax forwarding and paging, remote fax 
retrieval. Contact hllp://\\y\'w.brother.com or 
(514) 685-0600. 


Protec WebShare Models offer speedier access 

Pointe-Claire, Que. -based Prinec Microsystems Inc. has released two new 
upgrades to Us popular WebShare product, a hardware device that allow.s up 
10 three PCs to share a single IP address and Imemei account. 

According to Blanca Novoa. marketing manager for Proiec, “Small 
organizations have embraced the WebShare concept because it beats the high 
cost of multiple Internet access, and now with this new release supporting 
higher speed modems, users can be even more productive." 

The second new version of the product, which relie.s on a user supplied 
external mtxjcm, Ls especially suited to expanding capabilities through high- 
er speed modems. Prices for WebShare begin at US$258- 

Proicc has also unveiled a new small office networking solution named 
SOHOLink. which is claimed to be The all-in-one Network Hardware Suite 
for small otTices and home offices,' SOHOLink is based on a compact 
Ethernet lOBase-T huh that can connect up to six PCs in a local network, 
sharing primer, fax/modem and Imernei resources. The network can be 
expanded beyond five users by attaching the sixth port on the main hub to a 
second SOHOLink hub. Contact or l-8(X)-36.^-8l56. 

Tally introduces fast impact T6180 printer 

Tally Primer Corp. is shipping iheT6l80. a primer which. Tally claims is the 
fastest line impact primer in the world. While Ihe mainstream computer 
world has moved away from the oncc-popular impact printer formal in favor 
of laser and ink-jet. there remains a sizable and lucrative market for impact 
priming in high- end, specialized applications. 

The Tally T61 80 is capable of priming 1,81)0 lines per ininuic- It incor- 
porates some ingenious new technology to achieve its higher pcrfonnancc. 
including a proprietary prim controller which intelligently arranges pages 
into segments prior to priming, the ability to prim text and graphics in one 
pass, paper Jam reducing static control, and real-time monitoring of hardware 
temperature and performance. The T6I80 has a suggested retail price of 
$12,999. Contact luip://v.-.vw.tully.cam or (425) 251-5524. CW 


Attention VARs, Resellers and Dealers. 
Your new source for PC Software. 


iwrE»-pii<s iwc. 

Software Distributors 

Business Productivity, Educutionol and Games. 

1 - 800 - 510-9011 

Monday to Friday 9AM to 8PM Eastern Time 


Shipped onywhete In Canodo within 48 hours! 
Call and osk lor youi copy ol our price list tolalogue. 


Digital Persona has U.are.U fingerprint recognition 


One of the latest entries into the field o 
puler ‘biometrics' (computer technology that 
gels information from measurement of 
human biological functions or characteristics) 
is the U.are.U fingerprint 
idemificalion .system from 
Redwood City. Calif. -based 
Digital Persona. 

The U.are.U product is 
a hardware device that 
attaches to a PC to allow 
users to gain access to com- 
puter systems and data 
through the use of their per- 
sonal Imgerprims. U.are.U 
consisi.s of a small finger- 
print scanner that attaches to 
a PC via a Universal Serial 
Bus (USB) port, and soft- 
ware which allows a user to input his or her 
fingerprint as a 'password' to a secured PC. In 
addition to the finger scanning feature, the 
U.are.U software also offers a security screen 
saver, which blanks the screen after a period 
of inactivity, and only allows information to 
be displayed again if the user re-scans his or 
her finger. This is aimed at dealing with the 



problem of unauthurized access to a tem- 
porarily unattended PC. 

The U.are.U system comes to market at 
a lime when fingerprint scanners seem to be 
rapidly proliferating. The 
inilial leader in this catego- 
ry. the BioMouse from 
Ottawa-based American 
Biometrics, established the 
low-cost fingerpriiu scan- 
ning product category, and a 
competing product from 
Sony has been announced. 
Other biometric security 
systems, based on voice 
prim, face recognition, and 
eyeball retinal scanning, 
have mil found a ready mar- 
ket. due to problems of co.st 
and reliability. Digital Persona claims that the 
U.are.U system sets itself apart from the com- 
petition through its low cost 1US$99), ease of 
inslullalion. inlelligem recognition of poor 
quality or rotated fingerprints, and unique 
screen saver feature. 

Contact luip:/hKvw.digiwlpersona.com 
or (650) 261-61)70. 
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PEOPLE 



Compaq Canada 
president resigns 

After just a lialf year on 
the job. Sue Miller has 
resigned as president and 
managing director of 
Compaq Canada Inc. 

In December, the 
company said Miller had 
resigned “to pursue other interests, effective 
immediately." 

Don Weatherson. vice-president, gov- 
cmineni and education sales. North America 
Division, Compaq Computer Corp.. has been 
appointed acting president of Compaq 
Canada Inc. by Jim Schraith. vice-president 
and general manager. North America 
Divi.sion, Compaq Computer Corp., until a 
permanent successor is named. 

Digital Sound names 
VP marketing 

INB) — Digital Sound Corp. has appointed 
Pamela J. Thompson a.s vice-president of 
marketing. Thompson will be responsible for 
developing a worldwide market strategy and 
will manage product marketing, channel mar- 
keting. and communications programs. 

Thompson was eight years at Motorola 
Inc., where she was most recently the director 
of strategic businesses, responsible for devel- 
oping and implementing wireless content 
■‘solutions" for paging carriers around the 

Thompson was previously managing 
director for Motorola AirCommunications 
Ltd. She also held other senior management 
positions at Motorola, including vice-presi- 
dent and director of Asia PaciHc wireless data 
network operations and manager of corporate 
strategy. 


Corel's VP joins Pictorius 

Halifax-based Web development tools ven- 
dor Pictorius Inc. has announced Murk 
Alberdingk Thijm — former vice-president 
of sales for Corel Corp.. has joined the 
company as vice-president, sales and mar- 

During more than five years with Corel, 
he played a key role in building and directing 
Corel's sales force in North America. Europe, 
Asia and the Pacific Rim. says Pictorius. 

"Pictorius has definitely positioned 
itself as a leader in the web development 
market, a market that is taking off worldwide 
as businesses discover the power of the 
Inicmci as a vehicle to publish information 
and deploy applications," .said Alberdingk 
Thijm. in a statement. He joins a manage- 
ment team led by president and CEO Jesse 
Boudreau. 

Stentor council gets chairman 

The Stentor Alliance Council of CEOs has 
announced the appointment of Colin 
Latham a.s chairman. He succeeds Brian 
Canfield, who stepped down as CEO of BC 
Telecom. 

Latham is president and CEO of 
Maritime Tcl & Tel and chairman of the 
board for The Island Telephone Company 
Ltd. and MT&T Mobility Inc. He is an engi- 
neer by training, and has gained extensive 
experience in business services, sales and 
marketing during his 29-year career. 

The Council of CEOs provides overall 
strategy direction for the Stentor Alliance in 
matters of national service development, pol- 
icy. regulatory affairs, and technology. The 
members of the alliance are: BC TEL, Bell 
Canada, Island Tel. Manitoba Telecom 
Services, Maritime Tel & Tel. NBTel, NewTel 
Communications, NorihwesTel, Qii^becTel. 
SaskTe! and Telu.s, 

Latham is a member of the Association 
of Profe.ssional Engineers of Nova Scotia and 
a fellow of the Canadian Academy of 
Engineering. He also serves on the Boards of 
Directors for the Nova Scotia College of Art 
and Design, the Greater Halifax Partnership 
and Fa.stLane Technologies Inc. It* 
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Toronto 

Attendance; $3; vendor tables $20 

Call: (905) 677-5325 

Fob. 3-6 

Internet Worid Canada '98 

Toronlo 

C^l: 1-800-632-5537 
tittp://www.canada.inlemeLconi 

Fob. 10-12 Intomot Expo 

San Jose, Calif. 
http://www.flci.coni/btochute/intEf_eKpo/ 

Fob. 13-15 

CDnqruterlest (Winter) 

8 Mac Expo '98 

Toronlo 

Call: (416) 925-4533 

Fax: (416) 925-7701 
E-mail: dcartef@compl3sl.com 

Fob. 18-20, 1098 Tho Second Annual 

Mobile 8 PDA Expo 

Sart Francisco 

Call: (-1151 252-8008 
http://www.p()a-expo.com 

M«h 3-5 

The Entorprlsa Rooourea 
Plannliig Samntt 

Chicago 

htlp://www.dci.com/erp/ 

March 23-27 

Comdex/Eiiterprlsa '98 

San Francisco 
http://www.comdex.cotti 


ltoy19-22 CTIEXPO 

Toronto 

ht4)://www.newneiJia.ca 


Doyouhsteaniticomlng 
eantyou'iliikstoses 
lisWinCCWiCHeivlir? 
(■mail: catOlcpca 


Do you hqi^e news? 

If there are personnel or other 

noteworthy changes at your company, 
tirnp us a line at ccw@tcp.ca. 
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Digital PCS Will Have One Million Canadian 
Subscribers in '98, Says IMew Study 


Elobicoke. Oni. -based markei research firm 
Evans Research Ciirp. says the PCS markei 
will attract more than one million subscribers 
before the end of 1998, in a recent report 
called; The Emerginf< Markets: Personal 
Comiminicalimis Sen'ices. 

ERC predicts the PCS market will soar 
us a direct result of the associated benefits of 
digital cellular technology, including: 
improved sound quality: enhanced security: 
and an increasingly low price. The phones 
also support call forwarding, cull wailing, 
caller ID, conference calling, text messaging, 
higher throughput speeds with reliable con- 
nections and longer battery life. 

The research firm stresses increased 
security us one of the most important features 
of PCS- While traditional cellular phone calls 
arc fairly easy to listen in on. with PCS. digi- 
tal networks transmit data in encrypted code, 
which changes throughout the call, which 


reportedly makes it extremely difficult to 
breach security, says Evans. 

Evans says Bell Mobility (the largest 
shareholder tif the Mobility Canada consor- 
tium) and Rogers Camel lead the Canadian 
PCS markei- 

By the end of 1997. 

Rogers Camel Inc. was expect- 
ed to service more than 80 per 
cent of the Canadian popula- 
tion. ERC estimated that Bell 
Mobility’s potential coverage 
encompa.ssed more than half 
the population of Ontario and 
Quebec. 

Evans noted that applica- 
tions currently under develop- 
ment include push-pull content 
delivery to ease on-line U'ans- 
actions and allow information 
to be delivered to the sub- 


scriber’s phone. And more computing func- 
tions are being integrated, to support E-mail, 
fax and Web browsing. Ctw 

Contact Evans Research Carp., at 
(4161 62I-8SI4. ext. 2J6. 


%QfSelf-EiiiployeilPCIl8ers 
wllti Other Products/Siirviiies 


Products/Services % Using 


Cellular phones 56% 

Multiple phone lines 44% 

Internet access 43% 

Fax machines 42% 

Pagers 33% 

Data/fax lines 26% 

Copier 23% 


Reader Poll 

Last Issue, we asked: 

What impact U Electronic Commerce having on your revenues? 

You said: 

enn/ I attribute revenue increases directly to Electronic 
Commerce. 


m 


I don’t see any measurable effect on niy business 
revenues, due to Electronic Commerce. 


170ii, Conimcree. with the additional competition it 

*'70 brings, is having a negative effect on my bu.siness. 


This Issue: 

Over the last year, cable companies like Rogers Cablesystems. 
and licensees of its Wave Internet service have been rolling out 
high-speed ’Net access via cable systems. By the end of the 
1997. I I0.(XX) North American customers were expected to be 
using cable modems to access the Internet, said one recent study. 

Our question to you: 

How popular will cable modems be in 1998 with your comput- 
ing customers? 


Please indicate which most closely reflects your view: 

I I Customers are eagerly investigating cable modems, attract- 
ed by the high potential speeds of the technology. Interest 
will be high in 1998. 

I I People are interested in cable technology for Internet 
access, but are mainly taking a wait-and-see approach. 
Interest will be moderate in 1998. 

I I Customers are comfortable with the U'aditional telephone- 
' — ' based Internet services, and are hesitant to invest in the cable 
modem alternative. Intere.st will stay relatively low in 1998. 



' ^ RFF. sofhYjJi - 

for «Mdrr rt^S. 

A ra/nLunir-timun wt/ri\-r - . t; 
m frff fitlffy aftht ( OH ful '/t 


Log into our Web .site: 

http://www.ccwinag.coin. 

E-mail; ccw@tcp.ca, 

or send your responses, and comments, by fax. to; 


( 604 ) 608-2686 
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Allied Telesyn 
International 

Brand Name Network Products 
Affordable Pricing 

PrcData is proud to be a working partner with 
Allied Telesyn International. 

Allied Telesyn International Corp. is a worldwide provider of 
highly reliable, standards-based LAN connectivity components. 
Allied Telesyn is committed to providing the lowest cost of 
network ownership through competitive pricing, high reliability, 
and comprehensive product support and service. 
The company's product offerings include Ethernet adapter 
cards; network management software; intelligent Ethernet 
hubs, including stackable hubs and switches; Asynchronous 
Transfer Mode (ATM) solutions; and media products such as 
transceivers, fanouts, repeaters, and unmanaged hubs. 

For More Information on Allied Telesyn Products Contact 
PraData or Visit Allied Telesyn on the World Wide Web 
@ www.alliedtelesyn.com 



Celebrating Ten Years of High Performance 


Visit Pro-Data on the World Wide Web @www.pro-data.com 

C_0_N_T^_C_^ B.C, Alberta Man./Sask./N.W. Ont.: 

VANCoia/EH Calsaby Edmonton Winnipeg 

Phone: (604) 91 J-1568 Phone: (403) 250-8681 Phone: (403) 413-8210 Phone: (204) 231-0590 

F«; (604) 925-8057 Fax: (403) 250-7706 Fax: (403) 413-8212 Fax: (204) 231-0480 

Out of Town Dealers call 1-800-567-3274 


Pro Data 




Sceptre’s Soundx 
Notebooks Are: 



www.sceptre.com 1-888-350-8989 


Rated #1 in PC Digest 
“The Sceptre 
Soundx 5500 
Notebook is the 
fastest system^ 
in the review... 

"Sceptre lakes top honors with 
the Sceptre Soundx 5500, which leaves 
all the other notebooks in its tracks when 
running NSTL’s gauntlet of performance 
benchmarks. This is a very fast desktop 
replacement with a 23.VMHz Pentium* 
processor, a l3-3-inch XGA display, and a 
roomy 3GB hard disk drive for storing large 
multimedia files." 

NSTL PC Digest. September 1997 




Best Buy - PC Portables 
“The Sceptre 
Soundx 4500 is 
an impressive 
machine...” 

“Sceptre is selling this 
computer |166 
processor with MMX™ Technology, 1 2. 1 -inch 
TFT SVGA display. 2, 1 GB HDD) with 40 MB 
of RAM... for just under $3,400, which puls it 
well within the reach of many. This 
configuration . . . deserves our “Be.sl Buy" 
rating for the value represented.” 


PC Portables, November 1997 


In head to head comparisons against the likes 
of Compaq. Hewlett-Packard. Gateway 2000, 
Micron and Hitachi, to name a few. Sceptre's 
Soundx notebooks have proven themselves the 
best. Call now for a distributor near you or 
cheek out our web-site for more information. 



THE FIRST, THE BEST, THE ONLY 
Visit Us At Comdex PacRim ‘98, Booth #1302 


